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Model 67 — totals to 7 oo. 
umn capacity... prints sub. 
total and total on tape.., 
multiplies...column indj- 
cator for instant work check 
...weighs less than 12 
pounds... Universal AC/Dc 
motor. 


Ca eneral 


combines elegant styling with 
superb engineering to bring 
you the most advanced 7 col. 

umn capacity 10 key adding $ 
eneral machine on the market today 
It outperforms other machines 
selling for more money —in 
vites comparison with all other § 
adding machines whether hand. ; 
operated or electric! The cov- ’ 
pon below will bring you full 
details on this sensational a¢- 


Why sell 
hand-operated 


adding machines 


when now 








offers the world’s 





lowest priced 


electric Yan 


adding machine 


vance in office machine design 





at only 
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THE GENERAL-GILBERT CORPORATION (EST. 1807) ¢ 150 Broadway, New York 38, N.Y 
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her hand Solves my inventory & 
problems and et 
The cov: it’s great for my * 
check-out counter! 
you full 
ional ad- 
e design BOOKKEEPER: 
Closing my books 
in half the 
time now... thanks 


to my GENERAL! 


HOUSEWIFE: 


— 

: > = 
Keeping my ‘ 
budget in order Ld 


is a snap these 
days — GENERAL 
takes the credit! 


, , DEALER: ¥ x 


GENERAL did more << 
than deliver adding 
machines... they 
delivered customers! 
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The General-Gilbert Corp. 
150 Broadway, New York 38, N.Y. 


Send full details on the New Model 67 General Adding Machine 
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FEBRUARY WAS BEST 
MONTH IN 18 YEARS 


According to Mr. R. E. Strand, 
owner of the Austin Office Supply, 
store traffic has increased each 
month with February reaching a 
new high. Cash sales per month 
in many instances have doubled. 


“This is encouraging especially 
in the face of a general recession,” 
Strand said. 


CUSTOMER REACTION 
& TRAFFIC ASTOUNDING 


“Customer reaction to the new 
store is without exception enthusi- 
astic and amazing. We have been 
pleased with the hundreds of com- 
ments by shoppers. Traffic has 
increased enormously throughout 
the entire store,” Strand said. 


PRICE HAGGLING 
VIRTUALLY ELIMINATED 


An amazing by-product of the 
new store is that haggling over 
prices of higher priced items has 
all but disappeared. It was es- 
pecially noticeable during the holi- 
day season. The result of Austin’s 
net profit has been apparent. 


PERSONNEL MORALE UP 


Personnel reaction to the beauti- 
ful new store has been reflected 
in the pride everyone has taken in 
their work and in the improved 
services to the public. 


Write, wire or call THE Bulman CORPORATION 


NEW STORE 


equipped by Bulman 
ZOOMS TRAFFIC and SALES 


Austin’s complete greeting card 
department is a profitable high 
volume department. It also 
brings important traffic into 
the store who buys in adjacent 
departments. 





This Bulman engineered store 
provides spacious aisles and 
pleasant atmosphere for shop- 
ping or browsing. Flexible steel 
equipment adapts to meet all 
merchandise requirements. 





Grand Rapids 2, Michigan 


Canadian Subsidiary: Bulman of Canada (Store Equipment Ltd.) 
28 Taber Road, Toronto, Ontario. 


World Leader in Steel Self-Selection Equipment 
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DEAR READER: 


Another NOFA convention is _ his- 
tory and we're sure those of you who 
attended the Philadelphia show were 
as impressed as we were with the 
Boulevard of Style. 

The educational side of the conven- 
tion is summarized in a special four- 
page pull-out section of this issue 
starting on page 31. Here you will 
find a condensation of the profit hints, 
merchandising advice and operational 
aids that came out of the various 
workshops and brainstorming sessions. 
It is designed to refresh the memories 
of those who attended the convention 
and also to pass along some of the 
benefits to those who couldn't at- 
tend. The pages are perforated to 
permit filing for future reference. 

Help from the outside is described 
in a series of aids published by the 
Small Business Administration. A_re- 
cent release of this type tells how 
business publications help small busi- 
ness. Part of the article is quoted here 
because it offers a good explanation 
of what we are trying to do for 
you. 

“The outstanding difference  be- 
tween a general, or consumer maga- 
zine and a businesspaper is that the 
business publication makes little effort 
Rather, it en- 
deavors to instruct, to interpret facts, 


to entertain readers. 
and to guide you to more successful 
business operations. 

“An appropriate description of the 
business journal is: ‘A continuing text- 
book.’ You get the greatest value if 
you follow a program of consistent 
and orderly reading. Make an effort 
to allot time for reading each issue, 
as you get it... . One common prac- 
tice you might follow is to read an 
issue and mark items of particular in- 
terest for the attention of others on 
your staff. This will help assure that 
no one will miss information that is 
of value in his work.”’ 

Another suggestion is that a file of 
back numbers be kept for reference. 
A problem we discuss in one issue may 
not apply to your business at the time, 
but it may be a problem that will 
confront you in the future and you 
will be happy to have a backlog of 
information to draw upon in seeking 
a solution, 
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COVER PHOTO: People — and more people — 
are the big argument for shopping center 
locations. Crowds like this at Courting’s of San 
Francisco make the owners more than pleased 
to have entered the Stonestown center there. 
See story on page 22. 
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Nineteen million eye-opening sales messages in 18 leading news 
business magazines help you sell Globe-Wernicke office equipmen 
advertising reaches buying management through these stimulating full-color 
and black and white ads: ads in magazines like Newsweek, Fortune, Business 
Week, U.S. News & World Report — creating continuous year ‘round interest 
in the famous Globe-Wernicke line of office furniture and equipment 

Enjoy local impact by tying in with these national ads through Globe- 
Wernicke’s power-packed Sales Aid Program, making available to you news 
paper mats, complete consumer literature with dealer imprinting service, 
point of sale displays, comprehensive product catalogs, and radio-TV material 

It will pay you well...and cost you nothing... to investigate all the 
advantages of a Globe-Wernicke franchise dealership. Write today for ful 


information which can lead to an entirely revitalized business for you 


POEM OFF HK 


GLOBE-WERNICKE The Globe-Wernicke Co. - Cincinnati 12, Ohio 


remember... 
success depends on 
the strength of your line 
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MODERN STATIONER AND 

OFFICE EQUIPMENT DEALER 
Washington, D. C. 
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The Washington office of the General Services Administration is now a 
fodern Stationer." The new store, catering only to federal agencies, is 
equipped with shopping carts, a gleaming check-out stand and a bargain 
counter stocked with attractively packa ged. gadgets for office use. The 

ipply 





"MV, 


store will fill the day to day office su needs of 10 federal agency 
buildings in the vicinity. It replaces ‘cumbersome requisitioning syste 
formerly used by the agencies to draw their stockroom needs from a GSA 
warehouse in Virginia. If the idea goes over, similar government "stores" 
will be opened around the country to serve federal agencies. 

A new ruling by the Internal Revenue Service permits retail store 
personnel to deduct from their taxable income amounts spent on courses in 
salesmanship. The ruling permits taxpayers to take an income tax deduction 
for the cost of educational courses taken voluntarily to improve their 
skill in their line of work. In the past, IRS would permit deductions only 
when a taxpayer was required by his employer to take courses. 





IRS says the deduction also applies to the cost of lodging, travel and 
meals in cases where courses are taken away from home. 


The ruling was made chiefly to allow school teachers to deduct for 
courses taken to further their own educations. — than OO bills have 





been introduced in Congress in behalf of 


satan lis ruling, however, 
was made broad enough to cover t 


ypes a employees. 





Two of the nation's top produc ck 
y the Federal Trade Commission (FTC) with price discrimination. FTC 
claims that Moore Business Forms, I largees producer in the indus- 
try, and Uarco, Inc., the nation's number three manufacturer, have both 

used pricing systems under which f rs ar sheen less than 
the list prices paid by other customers. 


ers of business forms have been 
b y 


According to the FTC complaint, Jamaica Water Supply Co. paid prices 
during 1956 that were 30 percent lower than those paid by other Moore 
customers. Ford Motor Co., FTC says, paid 35 to 40 percent less than other 


Uarco customers. 


In another case, FTC charced the Gummed Industries Assn. and seven 
makers of gummed papers of engaging in an illegal conspiracy to fix prices. 





Opposition to the Administration plan to supplement state unemployment 
compensation with federal aid was expressed to the House Ways and Means 
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This is the most exciting portable in America: the Olivetti Lettera 22. 
It is elegant, light, compact, complete. It provides all the important 
features of office typewriters (including keyboard-set automatic tab), 
plus unique Lettera typeface (optional), half-line and _half-letter 
spacing, and a handsome travel-case. 

It is a Life-advertised brand. Four full-color ads in a three-month 
period (mid-March to mid-June) are giving Olivetti dealers powerful 
support. 

It is ideal for the home, school, travel, and business gift markets. 
Right now it’s a big graduation-gift item, backed by Olivetti’s special 
Graduation Promotion Kit. 

It is a trouble-free product from an experienced manufacturer. 
Olivetti, in business 50 years, has made three million typewriters, 
including a million portables. 

It offers dealers full-profit opportunities on every sale. For informa- 
tion, write Portable Division, Olivetti Corporation of America, 
375 Park Avenue, New York 22, N.Y 


olivetti 


- - - for more details circle 156 on last page 




























FREE WITH 


|} (TWO FREE WITH TEN), ih 


MR. DISTRIBUTOR: YOU WILL HAVE A ROMAN HOLIDAY WITH THIS 
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YOU GET ALL THIS YOU GET ALL THIS 


—————————— |} 

















57 No. 35-2 VU-RITER | 18 No. 2-2 PENCILETTE } 15 No. 35-2 VU-RITER 


28 No. 35-4 VU-RITER | 9 No. 2-4 PENCILETTE}| 8 No. 35-4 VU-RITER 
2-D0Z. DISPLAY CARDS | 2-D0Z. DISPLAY CARDS | 2-DOZ. DISPLAY CARDS 


4-DOZ. EYE-STOPPERS | 4-D0Z. EYE-STOPPERS | 4-D0Z. EYE-STOPPERS 
































AY ONLY FOR THIS e THIS IS FREE YOU PAY ONLY FOR THIS e THIS IS FREE 







YOU INCREASE YOUR NORMAL 


25% PROFIT 


YOU INCREASE YOUR NORMAL *You can pass on 


one free with 11 to 


your customers and 
! °o PROFIT still increase your 


normal 25% profit 


. a TO A GIANT 38%’ to 32%. 
eS 


OFFER STARTS MARCH 24, 1958 FOR LIMITED TIME ONLY. ORDER TODAY! 


Profits based on suggested resale. Ferber Corporation, Englewood, New Jersey 





- for more details circle 130 on last page 





IT" 










4nuwvwvaoaunav.yw ow 
4nNwWUoa wu oN wo 











Are you missing your share of the increased 
profits you may enjoy by handling both 
these blue chip product lines? Burroughs 
fast-selling high-quality adding machines 
and cash registers, plus M &V’s new, revo- 





) lutionary Nu-Kote typewriter and pencil 
carbon papers, offer a gilt-edge profit 
opportunity for you. 

Outstanding direct mail, point-of-sale and 

7 national advertising have sown the seeds 

; of interest in lots of customer minds. 
Personal merchandising service from espe- 
cially trained representatives helps make 

é the seeds sprout into sales, and the profits 

. roll in. 

Your Burroughs/M&vV representative can 
fill you in on this powerful combination, 

ass On and how you can become a dealer for 

a Burroughs machines or M&V NuKote, 

se your ribbons and supplies, or both. Burroughs 

% profit Dealer Sales Department, Burroughs 


Corporation, Detroit 32, Michigan. 
BURROUGHS—TM. 
Or o te 
@\, ~~] e 
9 \ 














l<¢ SST. O 


DAY! BURROUGHS MACHINES M&V SUPPLIES 
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Tax Data Folder Bond Envelopes 
Bosmessatnara. Exerc Foun | The J. W. Decker Co 


a 


hie Savings Bond Envelopes for the 

designed an expense control 2) punchcard size U. S. Savings Bonds 
folder for persons w th expense 2 - being offered by the Justrite envelg 
accounts. The folders are called “= ics, east 
“Business-Travel Expense Fold 








uniten jee . ATES 
Savings W) Bonds oe, 


i 


ttt 





dite t+ 
yenesensetes:: 


Featuring original stock form pri 
ed designs, Justrite furnishes this Ii 





ers” and come in sets of 12, one 
for each month of the year 


A att il 49 Schares crite on thumb notch as pictured and open si 
heavy grade manila tag is priced 


is . with regular flap. Both styles come 
at $3 white antique finish stock and ha 
cellophane window for the purchase 


Carbon Paper name 


in two functional styles, open end wi 


i See T 
ttt 


bid 4444+} 








Advance billing on Crescendo, a Photo-copier Ballpoint 
new carbon by Peerless Imperial Co.., 


calls it the ultimate in carbon paper. 

Crescendo is said to produce a 
blacker write on electric typewriters. 
The company states it is equally 
suitable for manual machines and 
that in an independent test 15 sharp, 
black copies were made on a port- 


able. 


A new ballpoint ink that reproduces clearly on 
papers and documents 1 


copies 
ade on modern photo-copying machig 
using heat, chemical or liquid processing has been announced 
the Sheaffer Pen Co. The new ink is available in the compan 
Skripriter ballpoint cartridges which retail for 69 cents and 
cents 


Studio Cards 


Nile Running Studio offers cai 
Paint-by-Number Kit 2 . from 5 to 50 cents in its 1958 Christm 
Craf ; , * line, including the 10-cent card sho 
raftints newest paint-by-number : ree : 
p NC , k here which will appear in their 
a d aint- roup t : . 
ware & 8 : . sonalized album. The cards are av 
containing a related art series I 
. able in solid packs of 25 
three picture panels designed f , 


framing as a group. One canvas 

panel in each set is 9° by 12” and 

the other two are 6” by 9 - 
The new series retails at $2 Packaged Letter Service 


is available in 12 themes A new product especially suited for people on the md 


consists of three stamped envelopes, a ball pen and writing pap 
in a cellophane pack. Called ‘Mail Pak,” the item is av 
able in two assortments. A First Class Mail Pak, with 3-¢¢ 
Income Tax Portfolio stamped envelopes 1S priced at 49 cents. The Air Mail P 
aes é “ ; with stamped air mail envelopes, is 59 cents 
- manne Temenet’ § perteto ~ Mail Pak is described as the first complete packaged l 
created by H & R Block, Inc., opens a , , Ns tee’: ol 
; , ‘ , - service in the United States, offering writing paper, a writil 
to an inside spread of 1515” by 12”, ; : 
; : instrument, envelopes and stamps in one package 
with income columns on the left and 
deductions on the right and with an 
inside pocket for receipts and can- Photo Albums 
celled checks. The John Byrnes Co. 
The portfolios come 50 to a self- , manufacturing an offid 
service display box and retail at Polaroid Land Album 
49 cents. two editions, both 
which have a_ leather4 
fect cover and _ stro 
Expense Report Form plastic binding enabli 
vinpaet caren the pages to lie flat. 
reateaien CBitie8 The Library Editio 


with maroon cover, CO! 


Wilson Jones has announced a 

two-part carbon-interleaved ‘Snap 

A-Way”’ set called ‘Expense Report 

to solve new record keeping prob prints 

| lems raised by the tax ruling on slots to 

reimbursed expenses Portfolio 

The backs of both the employee's in two 

and the employer's copy in the set carry space for other related 
data. 


in two sizes for 30 or 
Pages are protected by clear acetate and have pred 
eliminate the need for mounting corners or paste 
Edition, with a rich green cover and also availab 
sizes, has clear plastic sleeves for the prints and 
write-in system for indexing 

(Continued on page 58) 
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C.Allen news 1$ Goo THIS YEAR... 
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te R. C. Allen “Monetary Sys R. C. Allen presents a 44-key typewriter 
{f business accounting at the small in 21 color combinations and S type 
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different. 


GOOD NEWS TRAVELS FAST 


NEWSWEEK ads lead powerful R. C. Allen 


magazine campaign in 58 


by those who want to be 





FREE, DIRECT MAIL! POINT-OF-SALE HELP ALSO EXPANDED ! 


There’s no question that R. C. Allen offers outstanding values in busi- 
ness machines, and with striking new ads in NEWSWEEK, THE 
OFFICE, NARGUS, SUPER SERVICE STATION, and SCHOOL 
EXECUTIVE, the good news is spreading fast. Powerful direct mail, 
point-of-sale, and other promotional help will also give you the tools 
to build your R. C. Allen sales in 1958. 


Postage 
Will Be Paid 
by 
Addressee 


BUSINESS REPLY CARD 
First Class Permit 1120, Grand Rapids, Michigan 


R.C.Allen Business Machines, Inc. 


678 Front Avenue, N.W. 


Grand Rapids, Michigan 
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TAKE 


1302 bookkeeping machine for the 


MINUTE TO 





A 






EXCLUSIVE FRANCHISE for the R. C. Allen com- 
plete line or any part of it may be open in your area. 
The profit value of the R. C. Allen franchise is in- 
creasing every day. Act now to secure this oppor- 
tunity. Mail attached post card today. 


MODEST INVENTORY keeps your investment 
within reason. R. C. Allen provides a business ma- 
chine for every purpose as well as allied products. 
R. C. Allen is the best line . . . moves fast. Replace 
your dust-collectors with a streamlined R. C. Allen 
inventory. 


FINEST QUALITY is guaranteed by strict quality 
control. Each machine is a precision instrument 

. Strongly constructed for protection and extra 
years of service . . . designed with the serviceman 
in mind as well as the customer! 


MAIL 


R.C.Allen needs more dealers 


as popularity and demand grows 


Complete range of sturdy, well-engineered 





THIS CARD 


TOP DISCOUNTS that any company offers in this 
field! Compare and see for yourself. Bigger dis 
counts mean bigger profits with less investmen| 
when you sell R. C. Allen products. 


COMPETITIVE PRICES give you the advantage 
over competition in every case! Nobody else cap 
offer a finer line of business machine products for 
less than you when you sell R. C. Allen. Increase 
your profits by increasing your sales with R. C, 
Allen Business Machine products. 


MORE EXCLUSIVE FEATURES prove to prospects 
that R. C. Allen offers top flight office equipment de 
spite their lower prices. R. C. Allen products include 
many features which no competitor can offer. You 
sell more prospects when you demonstrate the facts 
about R. C. Allen features to them. 
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Carbon paper and ribbons help you 





















cutting, versatile R 
accounting system. 


safes and strong boxes of all kinds.. Insu- 
lated files and complete filing systems. 


tain contact with customers. Easily 
- also add to profits. 












on R.C.Allen Business Machines, Inc. 


678 Front Avenue, N.W. 
Grand Rapids, Michigan 





Please send me complete information about R. C. Allen products and 
dealer franchises. 


R.C.Allen 


Business Machines, Inc. 
678 Front Avenue, N.W., Grand Rapids, Midi 


Adding Machines @ Analysis and Bookkeeping 
Cash Registers @ Typewriters @ Carbon Paper and Ri 
Safes and Files @ Aircraft Instruments. 
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“Idea men who really mean it keep pencils and pads all over the hous: 
and office to capture those stray ideas immediately, before they have a chance 
to get away,” says Joseph G. Mason ot the Batten, Barton, Durstine & Osborn 


advertising agency 


“The age of the electronic computer is now upon us. Where will the small 
machines dealer fit into the picture? Will big machines take over all the jobs? 
Will all the office functions switch to automation? We face about the same 
situation now as the dealers faced when the typewriter made its appearance 
We know that the consumption of pens, pencils and ink has skyrocketed 
right along with the use of the typewriter. So it will be with the smaller 
machines.’ From the new NSOEA manual on How to Sell Machines 


In selling staplers, Herb Johnson ot Wilson-Jones Co, suggests you shouldn't 
say “it comes with 5,000 staples.” It’s better to refer to “24 refills,’ because 
to most people 5,000 sounds like an awful lot of staples 

* % * 

Manhattan shoppers who receive trading stamps tend to value and save 
them, but relatively few say they attach enough importance to the stamps to 
make them a determining factor in where they shop. Almost two-thirds of 
those surveyed said they would rather receive a cash discount than the stamps 
These findings are described in the winter issue of the “Journal of Retail 
ing,’ quarterly publication of New York University’s School of Retailing 

New sales appeals are needed, says Carl Priesing, vice president of Venus 
Pen and Pencil Corp., and stationers must key their displays to why people 
buy and how. Just as a restaurant sells the sizzle, he said, we must sell 
“pictures” instead of colored pencils we need up-to-date merchandising 


such as multiple packaging, on more items 


“Successful salesmen have formed the habit of doing things that unsuccess 
ful salesmen don’t like to do,’ says Bill Gove, America’s Salesman of the 
Year in 1953 

* + ' + x 

“With narrower procsit margins, executives are working with closer toler 
ances, says Ray R. Eppert, executive vice president of Burroughs Corp. ‘Ther 
is not the same reserve for management error. No longer can management 
take office equipment or leave it alone. They have got to have it, and to 
an increasing extent 


“One field which we sometimes fail to evaluate is the field of ‘home office 
work. How important the home office area is in our industry has not been 
tabulated, but I think we can say that 30 percent of all paper and office 
work that is done is pretty much done in the home a wonderful area of 
sales opportunity and service Joseph Burger, president ot Art Steel Co 


The next decade will bring a 10-mulion-a-year auto production; housing 
starts will be normal at 1,500,000 and every business index will reach new highs 
according to Henry H. Heimann of the National Association of Credit Men 
‘The long-range future of this country is so fantastic that even some of the 
wildest forecasts of the optimists may fall short of a true appraisal 


Increasing the use of automated devices in business offices will be seriously 
challenged during the next few years by the growing shortage of skilled 
operating help, according to the Office Executives Assn 
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Everything comes to you complete in IT’S THE LATEST 
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ALBUMS and SCRAPBOOKS 


Newest, most advertised, most talked about album, has a patented 


binding which takes addition of over 100 leaves of specially 
designed acetate pockets or full acetate protected or plain 


white or plain gray or combinations. 
Advertising and promotion discounts, counter display units, 
glossies, mats, suggested copy, other sales aids available. 
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“\ e have overlooked one of the 
Y greatest potentials in the of- 
fice furniture field.” 

In making the above statement at 
the recent National Office Furniture 
Assn. convention, George Stuart of 
Orlando, Fla., one of the country’s 
top dealers, referred to developing the 
market for offices and I 
was extremely pleased to 
hear the subject brought forth. 

This, it seems to me, is one of 
two areas of great potential business 
that have been ignored by many deal- 
ers in our field, The second is the 
closely related potential of the ever- 
growing shopping center. In the two 
is a twin market of giant sales possi- 
bilities. We have been gathering ma- 
terial on both subjects since carly this 
year and will have more to say about 
them. 

The two, of 


home 
for one 


tied 
together. The shopping center, which 
has in its short history served primar- 


course, can be 


ily residential areas, is now supplying 
industrial parks and the many new 
office buildings in the outskirts. Com- 
mercial supplies and equipment, as 
well as social items, are being sold 
in shopping centers. But residential 
service up to this point, at least 
— is still the prime function. 

The development, then, of station- 
ery and office equipment interest in 
shopping centers and development of 
the nearly unscratched home office 
market appear to go hand in hand. 

When you examine the potential 
of either alone it is difficult to under- 
stand why more attention hasn't been 
paid them, Together, the wonderment 
is greater, for they form a package of 
such tremendous potential that no 
dealer can ignore them. 

I don’t contend 


should 


everyone 
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ef ficient. 


Opinion 


POTENTIALS IGNORED 


rush out and jump into a shopping 
center operation. Many have, but there 
are scores of 


considerations. 
wont. But the 


serious 


Some can. Others 


dealer who doesn't at least give con- 
sideration to the prospect of tapping 
this vast and growing market is simply 


not displaying intelligent interest in 


his business. 


Posed with this single potential is 


the home office market, related be- 


cause of its residential area interest 
and equally as inviting. 
Consider the latter for a moment. 


Consider the factors that make it such 
a desirable market to explore. Our busi- 
ness pace today is such that most busi- 
nessman have to work at home to some 
degree. We can sell the home office 
idea without recommending a 12-hour 
day if we point out that an office in 
the home provides escape from the 
petty interruptions of regular office 
routine. The home office can be more 


conducive to creative thinking. Busi- 


ness tensions are so great that relax- 
ing, pleasing work surroundings in 
the home are healthful as 
The businessman 
realizes this more than ever. 

There are professional men, retired 
men and_ farmers, in 
to other 


well as 
today 


addition 
businessmen, who have 
business to transact that they can’t do 
adequately at the kitchen table. 
Then, too, there is the element of 
tax relief in business equipment to 
make the installation more easily sold. 
This is a market that has been dom- 
inated by the department store and the 


home furniture store. It will continue 





to be if we don’t go after it and ex- 
pand it. 

In developing this home office mar- 
ket, it seems to me one of the things 
that must be done is to pay attention 
to where the customer wants to shop 
for his home merchandise. It is clear 
that many of today’s customers have 
indicated they want to shop at a shop- 
ping center. Here the closeness of the 
two elements in our twin market can 
be seen again. 

When you stop to think of five 
million new cars being sold cach year 
and read predictions of 10-million- 
a-year production in the near future, 
when your government appropriates 
billions of dollars for highway work, 
when census figures show continuing 
growth for city and suburban popula- 
tion centers then you can be sure 
that shopping centers will be getting 
their share of the customer dollar for 
years to come. The shopping center 
is an auto-age phenomenon, tailored to 
serve the car-driving American pub- 
lic. 

Urban renewal and the facelifting 
of downtown areas are important and 
necessary, but “shopping centers are 
here to stay,” as Dr. Gordon Cross, 
our retailing consultant, puts it in one 
of two articles in this issue bearing 
on the subject. 

If you want to keep pace with to- 
day’s changing retailing atmosphere, 
you simply must acknowledge the po- 
tential of the home office market and 
consider its close relationship to the 
shopping center. 

You or your competitor will! 


Mavetd O Shaved 
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mes, hopping centers are here to stay. 
\/ Whether we like them or not, 
there is no point in closing our eyes 
and hoping they will go away. 

At the end of 1957 there were ap- 
proximately 2,200 centers of all kinds 
in operation in the United States. 
Fewer than 50 of these can be classi- 
fied as the spectacular regional centers 
which have 400,000 square feet or 
more of selling space, At least 2,500 
more shopping centers are in the 
planning or construction stages. It has 
been estimated that there will be as 
many as 10,000 shopping centers in 
operation within the next 20 years. 
If this forecast is accurate, then we 
must expect to see the centers get a 
major part of the $75 billion increase 
in retail sales which has been predicted 
for that period. 

The scale of this planned expansion 
would seem to indicate that shopping 
centers should be good locations for 
all kinds of retail stores. However, the 
question of who should open stores 
in the centers cannot be answered by 
a flat decision which would apply 
to all kinds of stores OR to all kinds 
of centers. 

In considering this problem, it is 
helpful to start by asking why so many 
retail merchants are opening stores 
in shopping centers. There are two 
basic motives for such a move. One 
of these is a move to the offensive, 
while the other is defensive in nature. 

Some store owners seek to grow by 
opening a larger store or by establish- 
ing a second unit. When such a busi- 


20 


Is a Shopping Ce 


Here’s background information you can use to deter- 
mine the possibilities a shopping center location holds 
for your business. Dr. Cross examines this fast-spreading 
auto age phenomenon as it applies to our industry 


Pl 


nessman moves into a new shopping 
center, he is taking the offensive. 

On the other hand, there are mer- 
chants who feel they must go into a 
shopping center if they are to avoid 
losing sales volume. These would be 
motivated by defensive reasons. If a 
stationer is located where a new cen- 
ter is expected to have drastic effects 
upon the shopping pattern in his com- 
munity, he may well decide it is best 
to move into the center. Or he may 
decide to open a second unit in the 
center as a hedge against the possible 
drop in sales. In the latter case he 
may have in mind dropping his or- 
iginal unit if the center proves to be 
really successful. 

Many retailers feel the defensive 
motives are stronger or more insistent 
than the offensive reasons. A  mer- 
chant often feels he must make a deci- 
sion in a hurry or he may lose his 
chance to get a location in the center. 
No matter how urgent the decision may 
seem to be, the stationer should always 
seek the answers to the following 
questions before he reaches a definite 
conclusion. 

1. Is the prospective center likely to 
be generally successful? 

2. Is the center a good location for 
my particular kind of store? 

3. Have I studied all the details 
which will help to determine my suc- 
cess ? 

4. What will happen if I decide 
not to go into the center? 

We suggest the following guides to 
help you answer these questions. 


OY Dr Gordon oS 


(1088 


How to Judge a Shopping Center. 
Not all centers are equally successful. 
First of all, it is necessary to determine 
whether there are enough potential 
customers to support the stores in the 
center, Some centers are parts of real 
estate promotions, and the customers 
may prove to be hard to find. In this 
respect, it is essential to remember 
that shopping centers depend on auto- 
mobile traffic for their existence. The 
highway or road pattern in the area 
is more important than the actual 
distances from the center to the homes 
of the potential customers, Customers 
tend to be more interested in driving 
time than in the actual distance travel- 
ed. It should also be remembered that 
the rate of increase in the population 
of the area is more important than the 
current population, If there is no in- 
crease, the hope for a successful shop- 
ping center is rather poor. 

Second only to customers is the 
question of who the other tenants of 
a center may be. People are usually at- 
tracted to downtown areas by the more 
important stores. Thus some important 
store units are necessary in order to 
insure a flow of customer traffic. The 
size of the center usually will deter- 
mine the character of the major tenant. 
The large regional developments need 
at least one department store or 
branch, while smaller centers may be 
satisfactorily dominated by a junior 
department store, a variety store or a 
supermarket. 

A third point is the question of how 
much active promotion will be applied 
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to the center. Developments which 
ire opened with a flourish and which 
have continuing or frequent center- 
wide promotions seem to take less 
time to build up satisfactory sales 
volume, The merchant who considers 
going into a center must make certain 
that such promotions will be carried 
out, and he must also be willing to 
cooperate with the other tenants in 
order to make them successful. 

Will My Particular Store Be Suc- 
cessful in the Center? Just as the suc- 
cess of the center itself depends on 
having enough customers, so does the 
success of the stationery store depend 
upon having enough stationery cus- 
tomers, Certainly the customers who 
shop at a suburban shopping center 
are very little different from any other 
group of suburban customers. If your 
store sells merchandise which appeals 
to the average group of home owners, 
it should have a good chance of suc- 
cess in a good center. On the other 
hand, if your store depends on a 
business area or the tenants of office 
buildings for much of its trade, it 
could not be expected to have the 
same trade in the typical shopping 
center. 

This line of thought leads us to 
recognize once again that a store is 
what it is mostly because of the cus- 
tomer group it serves, Only the largest 
retail institutions are able to create 
a location and draw customers from 
great distances. Most specialty re- 
tailers, especially those who deal in 
staple merchandise, find it necessary 
to adapt their merchandise very care- 
fully to the local customers. Therefore 
the stationer who from one 
location to another, or who opens a 
second unit, must expect to find def- 
inite differences in customer demand. 
These differences should not deter 
the stationer if he finds all other 
aspects of the situation favorable. Even 
the dealer who depends largely on 
office furniture and equipment may 
be able to adapt his stock and his 


moves 
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outside selling efforts to a shopping 
center operation, In this way he may 
be able to make the transition safely 
and successfully. 

Checking the Details. The most im- 
portant details any 
goes into a center will be those de- 
tails having to do with the lease which 
he will be required to sign. Most 
shopping center leases have five years 


for dealer who 


as a minimum term, and many run 
as high as ten or even twenty years. 
Costs in regional centers for station- 
ery stores run up to 8 percent of sales 
with a guaranteed minimum of around 
$3.25 foot. 

Stationery stores pay just about the 
highest rate in most centers, Where 
toys, sporting goods, leather goods 
and the like are involved, the lease 
may call for 6 percent of sales and 
minimums as low as $2.50 per square 


per squ are 


foot. These are top figures and should 
be somewhat lower for smaller centers. 
Other retailers, especially the more 
aggressive ones like supermarkets, pay 
a much lower rate. The landlords are 
interested in getting the best possible 
return for their space. So those re- 
tailers who usually have high sales per 
square foot and who achieve a high 
rate of stock-turn the 
rates. 

Other important leasing details in- 
clude the options for renewal, the 
right to sub-lease if necessary, and the 
question of exclusives. The last point 
is important in that the stationer will 
want to be sure that there is not an 
unusual amount of competition in 
the center. Restrictive 
leases should clearly establish how 
many retailers in the center can carry 
specific kinds of merchandise, Such 
protection may prevent other tenants, 
such as supermarkets, from encroach- 
ing too deeply into the stationer’s 
territory. If this kind of protection 
is well established, it may make the 
shopping center more desirable as a 
location than some other areas where 
the competition may be very severe, 


will get best 


covenants in 


Other details to be checked include 
the adequacy of parking space. Three 
square feet of parking space to each 
one of selling space is a minimum for 
most centers. Maintenance of the non- 
selling areas of the center sometimes 
is charged to the tenants. These costs 
should be explored fully before leases 
are signed. The relationship of the 
prospective store to the most used 
area of the parking lot is another fac- 
tor which is vital to the individual 
tenant. Centers develop parking pat- 
terns which are greatly influenced by 
the major tenants and by the locations 
of access roads. 

What If I Stay Out? In some ways 
this is the most important point of 
all. There are two sides to the ques- 
tion, The first has to do the 
effect of the shopping center on the 
surrounding area. If the stationer can 
sce that his future is in danger if he 
does not go into the center, then he 
has very little choice. The question 
then will be resolved by deciding 
whether the center can support your 
type of store or if you can adapt to 
the needs of the customers of the area. 

The second part of the question is 
concerned with long-range prospects. 
We must recognize that chain stores 
are leasing a high percentage of shop- 
ping center stores. They are in a good 
position to gamble on locations, be- 
cause other units in the chain will car- 
ry the new store through the dull 
period which often follows the open- 
ing of a new center. The independent 
merchant is reluctant and often un- 
able to live through this slow period. 
But we must remember that someone 


with 


is going to get the stationery business 
in the centers. If stationers stay out, 
the chains will take over more and 
more of the industry's merchandise 
until customers become educated to 
look for stationery and office supplies 
in chain stores of all kinds. If that 
point is reached the stationery business 
as a specialty will have been dealt a 


hard blow. 
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Gtationer George Courting has no 
\/ shares in the $35 million shopping 
center which includes his store, but 
he's as proud of being a part of the 
center as if it were all his. And he’s 
convinced that the success of his busi- 
ness over the past five years is due 


they’ve tried it, 
they like it... 


in a SHOPPING 


There are some startling differences between 
shopping centers and other locations. 
tioner with two stores compares his shop- 
ping center operation with his other store 


largely to his location in a modern, 
well-planned shopping hub of the 
kind that can be found near metro- 
politan 
States. 

With a substantial background in 
the retail stationery and office equip- 


areas all over the United 



































Aerial view of Stonestown shopping center shows residential character of the 


neighborhood in the background. Courting's is circled. 





A sta- 


ment field, Mr. Courting should be in 
a good position to assess the relative 
advantages of locating in a shopping 
center. He, Robert Courting and Paul 
Gill have operated Courting’s in San 
Francisco’s Stonestown shopping cen- 
ter since November, 1952 — they 
were among the first seven stores to 
open there. 

Another Courting’s, about a mile 
away, has been a family business since 
the mid-twenties and remains one of 
the leading outlying stationery stores 
in the city. Both stores have approxi- 
mately the same selling area, some 
2,500 square feet, but the Stonestowa 
shop also has a 25 by 40 foot balcony 
and a 25 by 80 foot basement storage 
area. 

“At first we were worried whether 
the shopping center was going to 
catch on at all,” said Mr. Courting. 
“It was the first one of its kind in 
Northern California on such a large 
scale. But we felt there was a definite 
need for a stationer to serve the small 
business and home market in_ the 
area.” 

As matters developed, growth of 
the center surpassed their expectations. 
Today, 425,000 potential customers re- 
side within four miles of Stonestown. 
They come in droves to patronize the 
center's 185 enterprises, including the 
largest medical building outside of the 
downtown district. There are 70 fe- 
tail stores, including a branch of the 
Emporium, well-known downtown 
San Francisco department store. 
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CENTER 


The center covers 67 acres and 
embraces a group of multi-level ap- 
artment buildings designed to house 
2,400 people. Commercial buildings 
there contain almost a million square 
feet of floor space and businesses in 
the center give employment to more 
than 1,100 persons. Located at the 
western perimeter of San Francisco, 
Stonestown attracts shoppers from all 
over the city and from the chain of 
suburbs which extends on down the 
Peninsula. Stores have 
dumbwaiters, conveyors and elevators. 
Trucks make deliveries only via 
underground tunnels. 

It all adds up, Mr. Courting said, 
to a leisurely form of shopping that 
is unknown in more crowded dis- 
tricts. Buyers as a rule aren't rushed 
because they aren't oppressed by a 
‘hurry-up” atmosphere. Thus a sales- 
man can take time to make his points 
while he is selling; he can help cus- 
tomers when they have problems. 

What are the advantages of locating 
in a shopping center? According to 
Mr. Courting, the biggest one is 
TRAFFIC lots of people, probably 
twice as many as he got at his other 
store. 

“On a typical day we have 600 to 
700 customers in the store,” he said. 
"On a really busy day and during the 
winter holidays it goes well over 
1,000. I think the main reason is that 
the prestige of a good shopping center 
like ours is comparable to that of the 
downtown stores. 


escalators, 
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ping center. The big 


department store. 


“We have two front doors, in ef- 
fect. One faces the highway and 
parking lot, and the other opens onto 
a beautifully landscaped mall. That 
gives us the equivalent of two pairs 
of display windows, so that we can 
show twice as much merchandise as 
the usual store of our size.” 

The shopping center stationer bene- 
fits additionally from the institutional 
advertising and promotion which any 
center worthy of the name is constantly 
providing. Stonestown toots its own 
horn via radio, television, newspapers, 
billboards and _ other Then 
there is an endless variety of promo- 
tions which attract foot traffic like a 
magnet, from flower and _ fashion 
shows to displays on the mall of 
boats and cars. 

Parking advantages can hardly be 
overlooked. There is paved, marked, 
floodlighted parking for 3,500 cars 
at one time. Mr. Courting noted that 
even so, human nature is such that 
some customers gripe if they cant 
park near the door and have to walk 
across the parking lot. 

Getting started in a 
center, he said, 
amount of pioneering. 

“You don’t just open your doors 
and start taking in money. You have 
to sound out the character of your 
market, stock accordingly and build a 
clientele. There are a lot of transient 
people who drop in just once to buy 
because they're in the neighborhood, 
but we can’t depend on them for a liv- 


media. 


shopping 


involves a certain 


This is Courting's, as viewed from the landscaped mall of the shop- 
“E” at left is for Emporium, the center's large 






ing. We have had to develop a loyal 
following. 

“The way we have done that is by 
creating a store personality. We go 
all-out to render the extra service and 
attention that keep people 
back.” 


Mr. Courting 


coming 
Q 


deny that 
burden in a 


doesn’t 
overhead is a_ heavier 
shopping center. With a staff varying 
between six and nine salespeople, he 
estimates that his cost of operation ts 
about twice as much as at the other 
Courting store. But sales volume per 
square foot is also at least double. 
“If you increase your selling margin 
it doesn’t matter what the rent is,’ he 
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Co-owner Robert Courting demonstrates how 
a dumbwaiter, one of many built-in facil- 
ities, makes his storekeeping job easier in 
the shopping center. 
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said. “Opening in a center is a 
gamble, just like starting a retail busi- 
ness anywhere. There is no way to 
judge how big a percentage to allow 
rental without 


toward considering 


other factors such as traffic and the 
nature of the community.” 

The Stonestown community has a 
higher than average income and indi- 
vidual sales range higher than at the 
other store. It is located in a neigh- 
borhood of apartment buildings wherc 
there is fairly rapid turnover of clien- 
tele. 

There is a different type ot traffic 
The 


more 


in the two stores. Stonestown 


operation draws women with 


children, while at the other 
West Portal 
sales during the day are to women 
In the shopping center, men 
often come with their wives during 
Or they window-shop along 


small 


Children of all ages are more of a prob!em store on avenue most 
in a shopping center. Background here 
shows built-in drawers and compar:ments be- 
neath a balcony stairway which provide 


good storage spot for oversize paper items. 


alc ne. 


the day 
the mall at night and, if the store is 
closed that evening, they frequently 
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Art: supplies move very well in this shopping center. Courting's also found that 
greeting card volume is much better in the shopping center than in their other 
location. 





phone or visit the next day to order 
some item they've seen in a window 
This is especially true of the merchants 
and professional people in the area, 

To make the most of its location, 
Courting’s remains open from 9 am 
to 5:30 p.m. daily except Wednesday 
and Friday, when hours are 9 a.m, to 
9:30 p.m. Most shopping center stores, 
on days when they stay open late, don't 
until the afternoon, 
But Courting’s owners feel that the 
have to remain open every morning to 
cater to the needs of business people 
who, when they want something, can't 


open 12:30 in 


wait. 

At least two categories of merchan. 
dise seem to sell better at the Stones. 
town store greeting cards and art 
The art department does 
outstandingly well, perhaps because 
store layout permits a bigger display 
with better lighting. Courting’s built 
in a series of large drawers for extra 
art supply storage beneath the stairs 
leading to the balcony where large 
items of office equipment are on dis- 
play. 

Stonestown also does a better job 
than the other store of merchandising 
commercial stationery, Mr. Courting 
declared, probably because the center 
attracts so many more men than the 
neighborhood store does. Even for 
staple office items there are a lot of 
impulse sales to nighttime strollers. 

The carry as little 
stock as possible in keeping with its 
needs, and to turn it as 
rapidly as possible. The fact that 
nearly all merchandise in the store is 
makes it look like a 
The fact is, it 
generally ranges between $25,000 and 
$30,000. Turnover at the center shop 
ahead of that at the other 


supplies. 


store tries to 


customers’ 


on display 
$50,009 inventory. 


is well 
store. 

Operating within a shopping center 
has the bonus advantage, Mr. Coutt- 
ing pointed out, of eliminating price- 
cutting competition — “at least in 
your own back yard.” The discounters 
in this field, he said, are all down- 
town, 

Courting’s prefers to concentrate on 
the market in its own area. However, 
Mr. Courting believes that a shopping 
center store could satisfactorily cover 
downtown office buildings with out- 
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ide salesmen. His business employs 
0 outside salesmen but the owners 
mike courtesy calls on commercial 
customers. 

A substantial amount of 
omes in over the phone and a de- 
very service is maintained, Deliveries 
an be made anywhere in the city in a 
natter of minutes. Since parking is 
@ easy and most shoppers prefer to 
ome in person, delivery costs are not 


business 


in expensive factor. 

When you're in a shopping center, 
you become part of a team. Business 
will suddenly boom in your store when 
ihe big department store runs a sale - 
ind you have to be prepared for these 
wents, Mr, Courting said. Stores in 
the center are interdependent, although 
lying primarily on the leadership 
y the “big fellow.” 

Are there any pitfalls to be avoided 
when considering a center location? 
Yes, said Mr. Courting. Most impor- 
unt of all is your choice of location 
within the center. You must be sure 
that your place of business can be 
een, preferably from both the depart- 
ment store entrance and from the 
parking lot. The nearer your store is 
to the department store, the better for 
jou. A supermarket also makes a good 
neighbor. 

A shopping center store attracts 
more children, as was mentioned, and 
they are a problem at Courting’s. Con- 
tant vigilance is needed to keep down 
ilferage, although it hasn’t reached 
the point where the staff has had to 
be increased. 

Mr. Courting warned that your 
neighbor in a center may be your 
competitor. This is true, he said, 
particularly of department _ stores, 
which usually offer the cream of all 
the other wares. Courting’s 
meets the challenge by striving for a 
homey, family store atmosphere.” 

“We don’t try to be something 
we're not,” asserted Mr. Courting 
Social and small business stationery 
‘our meat and potatoes. We carry 
desks and other items, but the emph- 
sis is on filling everyday needs.” 


stores’ 


This formula is one that has worked 
well for Courting’s in one of the 
latest marvels of American merchan- 


using ingenuity - the shopping 
center, 
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Commercial supplies are to one side, just inside Courting's tront door. 








ADDITIONAL 


BALCON y 



























Office equipment is displayed on the other side of the entry where a sign ad- 
vertises additional equipment displayed in the balcony. 
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Cal Hegstrom, office equipment dealer in 
norihwestern Minnesota, has been described 
as a “promoting fool’’ by other businessmen 
— but he has to be to serve his large ter- 
ritory. 





[ 
L 


A novel arrangement with a music store 
made it possible for Mr. Hegstrom to open 
a “semi-branch" in a town more than 100 
miles from his home store. 
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Selling 


in the 


Customers, unfortunately, are not all concen. 
trated in convenient metropolitan areas. Here’; 
how an office equipment dealer in Northern Min. 


nesota serves a large, sparsely settled territory 


“7 e have a difficult area to 
cover a real dog as ter- 
admits Cal Hegstrom, 
office equipment dealer at Bemidji, 
Minn. 
But don’t let that fool you. With 
hard work and ingenuity, he IS cover- 
ing the territory and expanding busi- 


ritories go,’ 


ness 
The territory is Northern Minnesota 
thousands of square miles of 
farms, lakes, forests, Indian reserva- 
tions and enough widely scattered 
customers to make Mr, Hegstrom op- 
timistic about the years ahead. For 10 
years he has been learning how to 
cover an area in which you can drive 
a hundred miles without encountering 
a town of more than 1,000 popula- 
tion. Last spring he opened a branch 
on the Canadian border, literally “at 
the end of the road.”’ 

There are dealers who make a go 
of it by serving a few downtown 
blocks full of skycrapers. This dealer 
makes his sales in a vast area of near- 
wilderness where almost all business 
is small business. His problems are 
typical of those facing many dealers 
outside of the large population centers. 
Let’s see how he’s solving them. 

Mr. Hegstrom learned the trade in 
his fathers store at Grand Forks, N. 
D., working part time while attending 
high school and university. In 1948 he 
opened his own office equipment shop 
it Bemidji by leasing a 10 by 10 foot 
space from a gift shop, in the same 25 
by 75 foot building which now houses 


the Cal Hegstrom Typewriter Co. Be 
fore the end of 1949, Mr. Hegstron 
had bought out the gift store for 
$13,000, 

Two years later he closed out the 
gift lines to concentrate on offic 
equipment. His business now is 
roughly 50 percent machines, 30 per 
cent furniture and 20 percent supplies 
Today the Bemidji store has a stafi 
of seven, boss, three 
mechanics, two girls and a sales man 


counting the 


ager. Mr. Hegstrom and the sales man 
ager, Larry Grimm, cover the territory 
which extends for more than a hundred 
miles in Bemidj 
county seat and_ resort 
center with a population of 10,000 
Retail trade, forest products, railroad- 


several directions, 


itself is a 


ing and a four-year state college arc 
all part of the picture. 

“To cover the sparsely settled out- 
lying area,’ Mr. Hegstrom explains, 
“we make out our itinerary three 
months in advance. We try to cover the 
whole territory once a month and the 
key towns twice a month, 

“This travel schedule helps us i 
several ways. We always know where 
we're going to work when we get up 
in the morning. We eliminate a lot 
of extra trips and backtracking. And 
we give better service to our customers 

they get a definite answer when 
they ask us to pick up a machine for 
overhaul or drop off some supplies 

“We make exceptions to out 
schedule, but not often,” Mr. Heg- 
strom says. ‘There is one day open 
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a 
Fringe 


Bs * 


very other week for things that come 
py unexpectedly. Actually, the day 

listed for Red Lake, an Indian 
eservation that doesn’t need much at- 
ention.’ 

One of the key cities in the terri- 
Falls, Minn., a 
nll town of 7,000 on the Canadian 
order 113 miles from Bemidji, Until 


ry is International 


sales 


, year ago the manager was 
sending one week each month at In- 
ternational Falls. A unique arrange- 


nent then made possible the opening 
f a branch store there. 

Mr. Hegstrom subleased half of a 
ain street building being taken over 
He obtained half 
the floor space, half the window dis- 


a music store. 
lay and half-billing on the sign in 
front of the 25 by 75 foot building. 
The branch was made a separate cor- 
ration, Cal Hegstrom Co., Inc., in 
tder to give Larry Grimm, the sales 
nnager, a share in the business. 
Mr. Hegstrom is president, Mr. Grimm 
s vice president and Mrs. Hegstrom 
§ secretary, 


The branch was unique in that it 





A service man was the 
strom's 


‘semi-branch" operation. 
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Areas 


= 


first full-time employee hired for Mr. Heg- 





= 


had no staff of its own at first. Stock 
was moved in and displays were set 
up. Then the music store staff was used 
to tend the 
in exchange for 10 percent of gross 


office equipment store 


sales, Mr. Grimm began spending 
three days every other week at the 
‘branch.” 

“This arrangement had the advan- 
tage of making us a local business, 
Mr. Hegstrom points out. “We picked 
up a lot more leads because of our 
local display and we were able to feel 
out the city and the market without 
going in too deeply with a full scale 
branch right off the bat. 

“It was not the perfect sctup and it 
would not be good as a permanent ar- 
rangement 
selling of people new to the field, 
especially when they have their own 
business to look after 
sharing the quarters and the staff ot 
the music store enabled us to expand 


you can’t expect much 


But in this case, 


gradually. If I were doing it over 
igain, I'd do it the same way,” 
Mr. Hegstrom. 

The first full time Hegstrom em 


Says 





ployee at the branch store was a factory 
trained serviceman who started in 
January of 1958. In February, less than 
a year after the branch opened, a local 
manager was hired to take charge at 
International Falls. The manager, Bob 
Smerud, came with eight years of ex- 
perience in the office equipment field, 
most of it as salesman for a large store 
at Fargo, N. D. Introduction of a 
full-time manager ended the 10-per 
cent-of-gross deal with the music store 
proprietors. 

The main store at Bemidji will con 
tinue to do the buying and billing for 
both outlets. Charge slips at the branch 
are sent regularly to Bemidji, where 
the ledger is kept. The two stores carry 
substantially the same lines, except that 
the branch has taken on a stock of art 
materials to serve a group that has no 
ther local supplier. 

“We hope to outgrow the joint 


tenancy,” Mr, Hegstrom says, ‘‘but 
in the meantime both the music store 
and our office equipment store enjoy 
the use of a finer building than either 


business could afford by itself. We also 


Music store proprietor Mrs. Warren Shuff, right, tended the Hegstrom 


branch store for eight months, until it became feasible to install full- 


time local help. 
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benefit somewhat from cross traffic.”’ 

Local service will be the big selling 
point at the branch. The closest com- 
100 away on the 
Minnesota Iron Range, A preliminary 
list of 400 prospects was culled from 


' petition is miles 


yellow pages of the telephone book. 
With on-the-scene service to offer, Mr. 
Hegstrom hopes to land a big account 
at the mill which has 
buying through its main office 300 
A Canadian town just 
across the border is expected to provide 


paper been 


miles 





away. 


opportunities for additional service 
work. 

The Bemidji dealer has a third out- 
let near the opposite end of his ter- 
ritory at Park Rapids, Minn, A weekly 
newspaper publisher takes merchandise 
on consignment and receives a 10 per- 
cent commission on leads and 20 per- 
cent on his own sales. 

Mr. Hegstrom, young and energetic, 
has been described as a ‘promoting 


fool” by more sedate businessmen in 











the towns where he operates. Recently 
he borrowed a few from the 


sales promotion manual of his big 


page S 


city counterparts. He held a sales meet- 
ing and announced his first sales con- 
test for employees. 

Sixteen persons attended the all-day 
sales meeting, including a factory man 
for the Hegstrom line of machines and 
representatives from a furniture manu- 
facturer and a loose leaf supplier. The 
program included a film on courtesy, 
group discussion on the topics of the 
day and announcement of the sales 
contest for March and April of this 
year. 





An outside company provided a 
point system, premiums and catalogs 


The owner himself, right, and two other men 
do all the outside selling in a territory cover- 
ing thousands of square miles. They work 
up their itinerary three months in advance. 
Mr. Hegstrom confers here with Bob Smerud, 
who recently took over management of the 
“semi-branch" that became a branch. 




































= 
“Mr. OF 
dealer ¢ 
several 
to be E 
Toledo, 
Eleanore 
and Joh 
| 
—_ 
Selling in the fringe area presents special problems, but it 
has its compensations. For Mr. Hegstrom these include boat- 
ing in his front yard and deer hunting within a few miles of NOI 
home. Presi 
for the contest. Each staff member The three men with the firm who Vice 
who meets his quota will qualify for do outside selling employ what is 
ibout $100 worth of premiums. The known as the “rotating five’ method 
one member of the staff who shows for getting their merchandise in the 
the most enthusiasm will get a block hands of prospects, Each salesman 
of bonus points. All points are re- always has office machines out on Acti 
deemable and each employee has a trial. 
copy of the premium catalog Weather is seldom a factor in their J Tre: 
“My big job,” says Mr. Hegstrom, travels, despite the area's reputation 
“is to pick the employee who shows as an “icebox” of the nation, The Dir 
the most enthusiasm. The contest people are accustomed to cold 
has stirred up a great deal of in- winters and business goes on as usual 
terest. The wives at home immediate- It was a laughing matter one year 
ly started looking through the cata- in one of the communities when a 
logs for premiums they could use. new school official closed _ the 
I think a sales meeting to keep em- schools because of 20 below zero 
ployees informed and a contest to temperatures. 
build incentive are both good ideas, The territory may leave something 
even for a small operator.’ to be desired, but the problems are 
Both Mr. Hegstrom and Mr. not insurmountable, Mr. Hegstrom 
Grimm use station wagons in making concluded. He feels the extra effort 
the rounds of their large territory. is a reasonable price to pay for the 
They find them convenient for personal pleasure of doing business 
routine delivery chores. Bigger items in a small community and for the 
of office furniture frequently are chance to live under lakeshore pines 
drop-shipped. in a natural vacationland. — 
MODERN STATIONER, MAY, 1958 











i More Than 4,000 
£ Attend 12th Annual 
NOFA Sessions 


Color and style, leasing and home offices, display 
and layouts — these were among the major topics 
discussed at NOFA’s biggest and best show to date 


em crowd of more than 4,009 colorful exhibits that lined Philadel- 





persons registered at the 12th phia’s Convention Hall. 
ig Annual Convention-Exhibit of the Na- The business at hand included 
tional Office Furniture Assn, in Phila- everything from creative selling to 
“Mr. Office Furniture Dealer,” the typical delphia during the last four days of inventory control, from color in the 
NOFA . 4 i . pile . 
geater as wacovered by @ NOFA survey of March office to the “office in the home. 
several hundred dealer members, turned out t , cK : 
fo be Edwin Eriksen, left, of Eriksen's, Inc., They heard encouraging — reports A summary of profit hints from the 


Toledo, Ohio. Congratulating him are Miss 
Eleanore Herling, Miss Philadelphia of 1958, . 2 ; 
es John &. Gray, NOFA executive director. understood why, after viewing the pages. New officers are listed in a 


separate panel on this page. 
During the business meeting, mem- 
bers heard retiring President John E. 


on the state of the industry and they convention appears on following 





ms, but il Mossman report on the growth of 
lude boat. } _ NOFA during his two-vear tenure. 
w miles of NOFA Officers for 1958-59 5 . 


John R. Gray, NOFA’s executive 
director, announced plans for the com- 
ing year, A new sales manual is being 


President 
Melvin Levin, Business Equipment Corp., Boston, Mass. 
irm who Vice Presidents 


7 a ae sroduced, he said, and an inventory 
what is W. H. Bretzlaff, Jr., Detroit Office Equipment Mart, Detroit, Mich. e / 
control brochure will be prepared for 
method J. L. Mann, Sturgis Posture Chair Co., Chicago, III. ; ; 
a members. NOFA also intends to ex- 
e in the David G. Myles, Manufacturers Representative, Houston, Tex. i re ageetniarmree 
anc S afed vanizatio anc con- 
salesman Vernon Vallet, Southern California Stationers, Los Angeles, Calif. . 


duct one-day management seminars 
wherever there is a demand. Another 
field of expanded activity will be 
the display of model offices at other 


out on Activities Secretary 
Daniel Waldner, D. Waldner & Co., Mineola, N. Y. 
in their Treasurer 


-putation Edward A. Tyre, All Makes Office Furniture Service Co., Chicago, III. 

on. The Directors 4 F saree aria 

o cold John E. Mossman, Desks, Inc., New York City. ie — — a with 
as usual Frank Booz, Manufacturers Representative, Los Angeles, Calif. ps Nags wo ee “ phon 
ye year V. L. Caldwell, John Wanamaker Co., Philadelphia, Pa. 4 7 most “_ ar — — a 
when a L. E. Fisher, Wagner-Henzy-Fisher Co., Cleveland, Ohio. ey PGR. 2 ee eee 
ed the D. Armour Hillstrom, Corry-Jamestown Manufacturing Co., Corry, Pa. - Mp for the cromsns Aaner. eee 
yw zero Henry Hofherr, Kendrick Furniture Co., Chicago, Ill. shop. 5 ae . 

R. P. Lewis, R. P. Lewis Co., Flint, Mich. Ps re aoe of —— Posture 
mething Dale J. McKnight, Lackawanna Leather Co., Hackettstown, N. J. f pans ; 6" ina ‘i oo. ee ~ greek 
ems are Hy Natovich, Natovich Co., Chicago, III. a: Wee: ee eee 
legstrom Bernard H. Nemlich, Regan Furniture Co., New York, N. Y. later that manmnectaners are becoming 
a effort Charles Pettibone, B. L. Marble Chair Co., Bedford, Ohio. — dealer-conscious. He said, rien 
for the George Stuart, George Stuart Inc., Orlando, Fla. = ies om piseniog . sme “ 
business Derby Thompson, Sr., Acres-Blackmar Co., Burlington, Iowa. ™ ling ee well 7 products. 
for the M. G. Wheeler, M. G. Wheeler Co., Grenwich, Conn. William Cole of Walsh  Bros., 
re pines Phoenix, managed to cover a variety 


of subjects as chairman of the dealers 
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workshop everything from price 
cutting and direct selling to modular 
furniture and market research 

The so-called recent 
months was mentioned by several of 
the speakers, but there was little talk 
of it among the dealers present. 

A. M. Sullivan, editor of Dan's Re- 
view & Modern Industry, took note 
of present conditions in his talk at 


recession of 


the opening luncheon and also looked 
to the future. Although production at 
present has caught up with consump- 
tion in the basic industries, he said, 
the office furniture statistics are im- 
pressive and from a long term pros- 
pective, the outlook is bright. 

“How can it be otherwise,’ Mr 
Sullivan added, with the gain in popu- 
lation, the expansion of industry and 
services, the increase in office struc- 
tures and the 
help. 

“As the 
said, “so will the demand for office 
equipment, but the furniture designer 
will have to keep up with the com- 
plexities of the business world 
The best catalog in the world can't 


upsurge in clerical 


economy expands,” he 


take the place of the salesman who 
knows where to go, whom to see and 
how big an order to ask for.” 

The relation of color to the cash 
register was well described by Ralph 
L. Noble, color stylist, at the closing 
luncheon. He stressed the fact that 
color is an important part of the 
“package deal” which office outfitters 
must sell 


Mr. Noble also discussed the 
psychology of color and cited results 
of a NOFA survey which indicated 
what dealers expect in the future 
interior decorating service will be a 
must, major sales will depend on lay- 
outs, emphasis on color and _ styling 
will be greatly increased, and all of 
these factors will be especially im 
portant in the replacement market 
where many of the sales of the future 
will have to be made. 

Banquet speaker Philip M. Talbott, 
president of the Chamber of Com 
merce of the United States, mention- 
ed a ‘shift in the current of the 
national economy,’ but he shied away 
from the word ‘recession’. He said 
that during a recent Chamber of Com 
merce Aircade he found an amazing 
degree of confidence in the recupera 


Many 
hard-headed businessmen, he said, ex- 


tive power of the country. 
pect the 1960's to bring us a boom 
to top all booms. 

The entertainment of French actress 
Denise Darcel was well received at 
the main banquet and many of the 
NOFA delegates joined Philadelphia 
socialites at a Victor Borge concert the 
first night of the exhibit. 

“Mr. Office Furniture Dealer’ of 
1958 was announced as Edwin Erik 
sen, a partner in Eriksen’s Inc., To- 
ledo, Ohio. Selection was made after 
a NOFA survey of 1,380 dealer mem- 
bers in which 36 percent took part. 
Mr. Eriksen varied somewhat from 
the statistical norm but he was typical 


Newly elected NOFA President Melvin Levin, right, discusses the coming year's program with 
retiring two-term NOFA President John E. Mossman, left. In the center is W. H. Bretzlaff, 
Jr., one of the incoming vice presidents who has been active on NOFA's seminar programs. 


in that his firm handles a full line 
office machines and commercial 
tionery as well as office furniture. 

In a brief speech accepting 
honor, Mr. Eriksen reminded the dé 
gates to “never forget that busing 
is done by people, person to persog 
He cited the human element in b 
ness as the most satisfying and qf 
most important, 

An expanded NOFA budget y 
presented during the business me 
ing by L. E. Fisher, Cleveland, chaj 
man of the finance committee. & 
amendment was approved to increagl 
the dues of dealer members from 
$17.50 to $25 starting Jan. 1, 19 

Floyd Fenn of California Desk Cag 
Los Angeles, read a code of ethig 
which was adopted. Copies will be 
sent to all members. Mr. Fenn alg 
was chairman of the nominating com 
mitte recommendations welt 
adopted unanimously. i 

Bernard H. Nemlich, Regan Furnis 
ture Corp., N. Y., reported on NO 
FA's three-way insurance program a 
members also heard from Ray F. Bok 
man, Sr., traffic consultant, Howatd 
B. Newman, NOFA counsel, and 
Dean Sims of the Association's publi 
relations agency. 

Among the many attendance prig 
winners were S. P. Heideband, Samuél 
Lakow Sons, New York City, whos 
name was drawn for the Ramble 
American given away at the banquet 
Mrs. William W. Jones, Baltimomt 
Stationery Co., Baltimore, won a colot 
TV set at the closing luncheon. Mél 
Liss of Polk Bros., Chicago, wa 
awarded a free trip to next yeafs 
convention in a drawing at M. @ 
Wheeler's Sight Light exhibit. 


whose 


Mueller Metals Corp, won a trophy 
for the exhibit best following the 
“selling style’ theme of the show. Af 
attractive booth by Jens Risom Desiga, 
Inc., won the memorial trophy given 
by the New York Offureps Club. The 
Mueller display featured a walnut desk 
with magnesium pedestal bases and 
horizontal magnesium strip inlays 00 
the panels. 

Both dealers and manutacturefs 
were found to prefer a traveling com 
vention. It was announced the 1959 
Convention-Exhibit will be at Miami 
Beach, Fla., on May 1-4 next yeat. 
The 1960 meeting will be at the Coli 
seum in New York City. 
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New Accounts ’ 


Office Surveys 


inventory Control 
Portable Partitions 


Color and Design 


Sales Training 
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Display Methods 


Freight Claims 


Quelity and Service 


Customer Objections 


Salesmanship 


Decorating Service 
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#54 Dialer 

Ink-Pen-Cil by Fisher ox. 

® Combination Quality Writing 
Instrument and Phone Dialer 


@ 10 Blue, 4 Red, 2 Green, 1 
Brown, 4 Turquoise (Perfumed), 
3 Black 


#53Repro-Black =. 
Ink-Pen-Cil by Fisher F 
® Finest Reproducing Ball Pen on ti 





the Market Today 


@ 18 Black Medium Point, 6 Black 
Fine Point 


#52 Auditors Point 
Ink-Pen-Cil by Fisher 
@ Extra Fine Pint for Bookkeeping 


#51 Color-Flite @ 14 Blue, 7 Red, 3 Green 


Ink-Pen-Cil by Fisher 
®@ 6 Exciting New Colors 


@ 10 Blue, 4 Red, 2 Green, 1 
Brown, 4 Turquoise (Perfumed), 


3 Black Fisher Pen Compan 
Forest Park, Hingis 








DISPLAY 
Retail Value 
48 x 49¢ = $23.52 
Dealer's Cost $1 1.52 


Dealer’s Profit 
$12.00 


Dialer 
24 Ink-Pen-Cils by Fisher 


® Combination Quolity Writing 
Instrument and Phone Dialer 

® Contains 10 Blue, 4 Red, 2 
Green, | Brown, 4 Turquoise 
(Perfumed), 3 Black 


Color-Flite 


24 Ink-Pen-Cils by Fisher 

® For General Office Use 

® Contains 10 Blue, 4 Red, 
2 Green, | Brown, 3 Black, 
4 Turquoise (Perfumed) 























‘= $35.28 
les Cost $17.28 
raler’s Profit 


lialer 


' 24 Ink-Pen-Cils by Fisher 

® Combination Quality Writing 
Instrument and Phone Dialer 

® Contains 10 Blue, 4 Red, 2 
Green, | Brown, 4 Turquoise 
(Perfumed), 3 Black 


Color-Flite 

24 Ink-Pen-Cils by Fisher 
@ For General Office Use 

® Contains 10 Blue, 4 Red, 2 


Green, | Brown, 4 Turquoise 
(Perfumed), 3 Black 


Auditor’s Point 
12 Ink-Pen-Cils by Fisher 
@ Extra Fine Point for Book- 
keeping 
® Contains 6 Blue, 4 Red, 
2 Green 


Repro-Black 

12 Ink-Pen-Cils by Fisher 

@ Finest Reproducing Ball Pen 
for Duplication 


® Contains 9 Black Medium 
Point, 3 Black Fine Point 
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no matter which you use... 
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IMPRESSION PAPERS 
WAUSAU PAPER MILLS COMPANY, BROKAW, WISCONSIN 


PK YOUR STATIONER OR WRITE FOR SAMPLES 


- - - for more details circle 172 on lest page 










Paul Burbank, executive 
dent of NSOEA, and Willia 


tion March 25-27. 


To View New Products 


conference sessions indicate 


Both events are conduct 


fessional group of more 


cities 


According to NOMA, more 


pliers of office furniture, 


Vincent Peale 


Combined Meeting 
Attracts More Than 30 


Association of New York, I 
Plaza Hotel, New York City 


Niclaus of the Metropolita 
who spoke briefly. 
Al Pickar, governor of 


ing were Dr. Ralph Cies, 
search consultant, and Paul 
president of Fisher Pen Co. 


38 


Attend Safety Conference 


vice presi- 


m 


Institute, were among those 1 
President Eisenhower to attend the Presi- 
dent's 10th Anniversary Conference on 
Occupational Safety, held in Washing- 


An early sellout of exhibit 
a heavy flood of early registrations for 


International Conference and 
Office Show in May will be one of the 
biggest ever held in Chicago. 


ed 


C. Lamp- 


rechter, president of the Business Forms 


nvited by 


Office Management Group 


space and 


the 1958 
National 


annually 


in a major city in Canada or the United 
States by the National Office 
ment Assn. (NOMA), a 39-year-old pro- 


Manage- 


than 18,000 


Several thousand executives 
pected to take part in three full days of 
conference sessions beginning 


th 


e 


0 


Carl Judkoff, president of 
tioners Association, introduced George 


n 


business executives with chapters in 170 


are ex- 


May 26 
an 40,000 


will view the most up-to-date office 
equipment and machinery on display by 
over 20 leading manufacturers and sup- 


quipment, 


systems, machinery and supplies. 
Conference sessions and the exposition 
will both be held at the Conrad Hilton 
Hotel, May 25-28. Speakers at the annual 
banquet May 27 will include Dr. Norman 


More than 300 persons attended the 
fourth annual combined meeting sponsor- 
ed by NSOEA Region 13, the Stationers 
nc., 
Metropolitan Travelers Club. The meet- 
ing was held March 13 at the 


and the 


Belmont 


the Sta- 


Travelers 


Region 13, 


~spoke to the group about the educational 
program being planned for the regional 
NSOEA meeting in June at Grossingers 

Other speakers at the combined meet- 


NSOEA te- 


& 


Fisher, 
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The National Stationery & Office Equipment Assn. pronounced its new 
format for district programs a tremendous success after the “Friendly Fifth” started 
the series of 14 regional meetings with a late March session at The Greenbrer, 
White Sulphur Springs, W. Va. The NSOEA panel of experts presented a wealth 
of well-received industry information 

Scott S. SUMMERVILLE of Summerville’s, Inc., Akron, Ohio, succecds J. 
HANLEY MorGAN as District 5 governor. HENRY L. CHESICK of Century Press, 
New Castle, Ind., is vice governor. New officers elected for the Friendly Fifth 
l'ravelers Club are president, DON LAVIGNE, Rockwell-Barnes Co.; vice president, 
Don HANOVER, Invincible Metal Furniture Co.; secretary, ANDREW MILLER, 
Speed Products; and treasurer, JACK MACAULEY, Macavley’s, Detroit. PAT 
PATTERSON continues as corresponding secretary. 

The district's 1959 convention will be held at French Lick Springs Hotel, 
French Lick, Ind., April 16-18 

Serr Stationers, Redlands, Calif., celebrated their thirtieth anniversary re- 
cently with the grand opening of their new store building. The modern interior 
was designed by Marc Boss of the Bulman Corp., emphasizing self-service. 


# 


Seven floors of exhibits will be featured at the New York Stationery Show 
opening 1 P. M. May 18 at the Hotel New Yorker. Lines on display will in- 
clude office and school supplies, desk accessories, social stationery, greeting cards, 
leather goods, writing instruments, drawing materials, gift wrappings and _ party 
favors, games and playing cards. New items at the show will be covered in the 
next issue Of MODERN STATIONER AND OFFICE EQUIPMENT DEALER. 


Stockwell & Binney Stationers, San Bernardino, Calif., have been welcomed 
to the “Million Dollar Club,’ top volume honor society of Vietor Adding Machine 


Co. representatives. The California business machine and office supply firm was 


honored for exceeding $1,000,000 in Victor adding machine and automatic printirg 
calculator sales The Stockwell and Binney organization has sales and service 
branches in four communities and has had a Victor franchise for 20 years. The 
firm recently opened a new building at Pomona 

% * 3 * * 


Dealer sales across Canada started the year 1958 with an increase, according 
to the Stationery and Office Equipment Guild of Canada. January sales of 
stationery and office supplies were up 10.5 percent over January of 1957. Office 
furniture and equipment sales were up 1.8 percent. The Guild survey measures 
dollar volume 

* % % * 

Arkansas Office Machine Dealers Assn. is the latest addition to the grow- 
ing group of local associations affiliated with NOMDA. Officers of ARKOMDA, 
the fortieth affiliate, are JosEPH P. SruART, El Dorado, president; D. A. SPARKS, 
Little Rock, vice president; and NORMAN A. ANDERSON, Pine Bluff, secretary- 
treasurer. A charter will be presented at the group's May meeting at Hot Springs 

A a x * * 

A general meeting of the Stationers Association of Southern California 
on Thursday May 15 will feature filing supplies. The group's new series of 
product information meetings has covered loose léaf and carbons and ribbons in 
recent months 


The West Virginia Office Equipment Dealers Assn. at a recent meeting in 
Charleston heard ELMER G. RAHE, vice president of Globe-Wernicke Co, and 
W. W. SPROUL, vice president, Alma Desk Co, 

ok ca a ak k 

First prize in the Eighth Annual Christmas Window Trimming contest spon- 
sored by the National Office Machine Dealers Assn. went to the Keeney Office 
Equipment Co, Dallas, Texas. Second place went to W. T. Ritson Office Machines, 
Baldwin Park, Calif.; and third to the A & L Typewriter Co., Houston, Texas 
Fourth was Koepsell Typewriter Sales & Service Co. The Keeney display fea- 
tured colored portables. 
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Mr. George Culver, 
SIBLEY, LINDSAY & 
CURR CO., ROCHESTER, 
N.Y., says: “Last Christ- 
mas the Jewel Line sold 
very well, indeed. You 
can bet we are going to 
cash in again this year.” 


Take your profit cue from these smart buyers! Add the glit- 
ter and imagination of America’s new line of Christmas Cards 
to your stock... and add’ to your profits. Take a look. at the 
1958 line free. Just mail the coupon for Jewel samples. 





Miss Blanche Matthews, 
MARI’S, DALLAS, TEXAS, 
says: ‘We're increasing 
our order for Jewel Line 
Christmas Cards this 
year. We liked it and the 
publie liked it. Jewel 


was a real sales success.” 


J ‘iit tine, 


by WHITE & WYCKOFF 


New York Salesroom 


30 Rockefeller Plaza 


Holyoke, Mass. 





Chicago Salesroom * 
1536 Merchandise Mart 


From coast to coast, 
important buyers say: 


There’s a gold mine of profits for you in 


AMERICA’S NEW LINE OF CHRISTMAS 


Mr. Ed. Kraft, HELAND- 
ERS, LAKE FOREST, ILL., 
says: “Jewel Line more 
than fulfilled our expec- 
tations last Christmas... 
its glitter and imagina- 
tion caught on big with 
our customers.” 


pococctt esceeoeeoeee ew we oe ee ee ee eee 


MS-58 


Please send me without obligation a representative 





% 


“IS A REAL GOLD-DIGGER!” 


Mrs. Irene Nelson, CITY 
OF PARIS, SAN FRAN- 
CISCO, CALIF., says: 
“We've had a wonderful 
experience with the 
Jewel Line. Last year’s 
record proved Jewel is a 
winner to watch in ’58.” 


FREE SAMPLE CARDS 


WHITE & WYCKOFF 
Holyoke, Mass. 


1958 Jewel Sample Kit. 


Address 
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Top Stationers Named 
In Brand Name Contest 

Zac Smith Stationery Co., Birmingham, 
Ala., has been named Brand Name Re- 
tailer-of-the-Year in the office equipment 
and stationery category. 

Other dealers in this category who 
received certificates of distinction from 
the Brand Names Foundation are Jac- 
quin & Co., Peoria, Ill.; Thomas Brothers 
Co., Lubbock, Texas; The R. P. Lewis 
Co., Flint, Mich.; and D. Waldner Co., 


Incorporated, Mineola, New York 
Selection of winners in the 10th an 
nual competition was announced by 
Henry E. Abt, president of the Founda 
tion. The winners were invited to receive 
awards during a dinner in their honor 
April 16 at the Grand Ballroom of the 
Waldorf-Astoria in New York, one of 
the highlights of Brand Names Week 
Thousands of entries in the contest 
were judged primarily on the basis of 
a firm’s 1957 brand advertising and 
promotional campaigns, as well as the 
education of customers and sales per 
sonnel about featuring advertised brands 





You'll find there’s room 


for more profit in your store... 


with SAGINAW CHIEF 





TYPING 





STEEL STORE EQUIPMENT 


Versatile .. 


. economical .. . durable. That's Saginaw 


Chief steel store equipment, engineered specifically to 
provide the extra space you need to increase profits. 


Finished in customer-pleasing colors, Saginaw Chief's 





wide variety of islands and wall shelvng offers un- 
limited possibilities for business-building merchandise 


arrangements. 


Remember this when you modernize or expand your 


store, and insist on Saginaw . 
merchandising. 


Write for a free, illustrated copy of 
“THE CHIEF REASON FOR INCREASED SALES” 


SAGINAW 


. « the modern method of 





STEEL STORE EQUIPMENT < 


A Division of Saginaw Industries Company 
SAGINAW 23, MICHIGAN 


2119 S. JEFFERSON 


for more details 


L 





circle 162 on last page 


Dealers Cooperate 
In ‘Secretary’s Day’ 

Various dealers in the South D 
area displayed office machines and 
terials of particular interest to the 
secretary March 14 at the Universi 
South Dakota School of Business, 
million, S. D. 

The display was part of a special 
gram entitled “The Secretary's D 
sponsored by the University’s Schoo 
Business in cooperation with the 
sion Division. 

The program, open to all secretarig 
a service to business, included techni 
for improved production in typewri 
methods for greater efficiency in 
work, new ideas on duplication, busi 
law for the office secretary and a 
sideration of the requirements for 
professional secretary. 


Midwest Dealers Attend 
Wholesaler’s Clinic 


Almost 200 dealers and their perse 
attended the second annual mercha 
ing and sales conference sponsored 
cently by Federal Stationery Co., St. P 
Minn., an exclusive wholesaler se 
commercial stationers in Montana, 
Dakotas, Minnesota, Western Wisc 
and Northern Iowa 

Many of the dealers were present af 
open house a day earlier at Fede 
new office and warehouse building 
the midway district between Minneap 
and St. Paul. The firm began using 
expanded facilities in February 

Chairman of the sales conference 
the Curtis Hotel, Minneapolis, was R 
Kettler, Federal manager. Speakers 
cluded Bill Aylward, manager of 
systems division for Globe-Wernig 
Herb Johnson and Ed Whittemore} 
Wilson Jones; Carl Priesing, vice pm 
dent of Venus Pen and Pencil Corp.; 
Ackerman, veteran St. Paul statio 
Roger How, advertising executive 
Minnesota Mining and Manufactufil 
Co.; and Joseph Burger, president 
Art Steel Co 

Mr. Aylward gave tips on selling 
filing equipment and said too maiy 
dealers sell the wrong thing in this field 
just as too many office managers do th 
wrong thing by assigning their least & 
perienced employees to: the filing dep 
ment. 

Mr. Johnson described the market 
staplers and, with Mr. Whittemore, # 
troduced their firm's new Grayline fo 
and nylon post binders. The pen @@ 
pencil market was discussed optimi 
cally by Mr. Priesing. 

Howard Schaub, vice governor 
NSOEA District 7, invited those pr 
to return to Minneapolis June 2-3 
the regional convention. Bill Gove, 
mer 3-M sales development man 
spoke at the noon luncheon. 

Similar sales conferences for d 
were scheduled by Federal in Kat 
City, Mo., April 12, and in Denvet 
a later date. : 
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Smart, comfortable, sellable 


LOG00 secretarial chair 








} 
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@ This popular COSCO chair is a crowd 
pleaser! Secretaries say nice things 
bout its smart, trim styling and com- 
The boss approves its quality con- 
and lasting value... that only 
"s mass-production facilities 
ake possible. You like its volume 
and extra profit. All good reasons 
ays to stock and feature COSCO 
powerfully supported by the largest 
Git) | rote) (ola lemolgeleie-mAm LOs1 LORI ola 


many 

this field, 
rs do the 
least && 
1g depart 
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: fo Si: i HAMILTON MANUFACTURING CORPORATION 
mote Retails for only $2 Q2S COLUMBUS, INDIANA 
: ($31.95 in Zone 2)* 


a a, | | [ee 





: ae st 
18-TA, $49.95 18-T, $44.95 20-LA, $29.95 23-L, $15.95 COSCO also offers comparable values in 
$52.45 in Zone 2)* ($47.45 in Zone 2)* ($31.95 in.Zone 2)* ($17.95 in Zone 2)* chairs, settees, sofas, tables 


*(Zone 2: Texas and 11 western states) 
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Dealers Invited to See 
Latest Art Materials 

A Super M’Art will be the big feature 
of the Eighth Annual Convention and 
Trade Show of the National Art Ma- 
terials Trade Assn. (NAMTA). Dealers 
have been invited to explore new hori- 
zons in the art materials field May 1 to 
May 4 at the Morrison Hotel in Chicago 

The Super M’Art will consist of store 
fixtures and displays, specially created 
for NAMTA by Henry Berry Associates, 
design and merchandising firm, to show 
the most modern type of store layout 
keyed for easy selection, self-service and 
greater sales. 






















An invitation to the convention advises 
dealers to be ready for the Age of 
Leisure which offers unlimited potential 
in the art materials field. 

Speakers at the convention will in- 
clude Henry Berry; Albert Kner, package 
designer; Joseph T. Meek, retailing 
authority; Sydney J. Harris, columnist 
and author; and Walter Yust, editor in 
chief, Encyclopedia Britannica. Discus- 
sions will center on NAMTA’s uniform 
accounting system, group insurance, 
freight rate classification program and a 
sales manual training program, the as- 
sociation reports. 






















World Trade Fair 
Scheduled in May 

Office equipment, 
typewriters and 


ucts shown 


York City’s 


More than 100 dealers from a 24-state area attended sales conferences at the Cincinnoj 
offices and plant of Globe-Wernicke Co. during February. The meetings, opened by R. Hermon 
Hammer, G-W president, were divided into three separate three-day sessions. This grou 
attended the second session, held Feb. 17-19. 


business machines rules will be enforced to prevent 
printing materials will 
constitute one of eight groups of prod in the case of the first exposition 
United States World 
Trade Fair, to be held May 7-17 in New 
Coliseum. 127,780 buyers attended. 






Since the Fair is primarily designed 
the transaction of volume business, f 


public from attending trade sessions, 


April, public attendance will be li 
to specific times on certain days. Last 



















Just Out! 








thousands of buyers and consumers 
tell exactly HOW YOU CAN MAKE THEM BUY! 


SUCCESSFUL 
SELLING 
STRATEGIES 


By Charles L, Lapp 
Professor of Marketing 
Washington University 

Popular Speaker on Sales Technique 
360 pages, 6 x 9, $4.95 


DAVIDSON 
PUBLISHING COMPANY 


405 East Superior St. 
Duluth 2, Minn. 


ing, after-sale selllng, telephone sales, how your wife can help 


If you'd like to know which words, and what little habit 
you can develop, that make customers want to buy from you 
then here at last is the book you've been waiting for. 
Yes, right from the customer's own mouths, here are the 
secrets of successful salesmanship from the buyers’ points 


view . phrases that you can use that make customers e 
large their orders even unsuspected habits that make 
you lose sales as revealed by the purchasers themselves 


If you are interested in improving your sales record, could 
you profit by knowing the secret thoughts of every customer 
you saw today? 


Wouldn't it boost your sales volume if you knew the real 
hidden reason you got only a token order when your com- 
petitor walked off with a whopper? 


Could you better your selling performance if every buyst 
you talked to gave you a frank, no-holds-barred opinion ol 
your sales efforts ? 


That's the kind of down-to-earth know-how that “Chuck” 
Lapp's book gives you! It is based, in part, on studies of 
15,000 buyers and 2,300 retail customers. Their answers 
show you in detail how to step up your sales success! 
You get a short-cut to the top of your sales organization 
when you use the other lively information in this book, too 
It tells you explicitly how to get the EXTRA sales that make 
your sales volume the biggest on the staff. You get the 
EXTRA commissions (that the ordinary salesman misses) 
when you use this book’s sales-boosting tips on group sell 


swell your income, et 
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 Cincinno 
R. Hermor 
This group 


most popular faces of the year! 
by REGENCY 


| Y! Ms and. Mas & Lhe ard G ' a wmon 





tle habit VENETIAN 
‘rom yon 72 Ai 
or. ) Mn. and Mas. Kenneth ZB. Menton 

are the FLORENTINE 
points 0] tai - > 
ne a M:. and Kis. Wiliam B Benning 
hat make 
hemselve FLEMISH 

, 5 { GR ea ~O 
d, could OMe. ond Mero. Vloy Odward aughton 
ustomer RIVIERA 
or rs 7 CO? 
the real Regency Heliograving (not to Wr. and Wrs. Arthur R. Broderick 
ur com be confused with engraving) FLORIDIAN 





stimulates sales for you with 


y_ buyer all these extra advantages! Mr. and Mrs. George R. W erylord | 
nion of ROMAN STYLUS a 


@ joined letters in exclusive new 


1 Regency scripts! Nr and Mrs Samuel MeKinleu Ford Flower Wedding 
ck V Ho VU At hike j iV 
. of = sharper, more legible letters! BASQUE Line Catalogue 
vers . * 
w new effects with superimposed ~ > *. Features a complete selection 
ess! y " 4 ils p 
nization and angled letters! Me. and Hrs. Chomas Barry Nichols of all the most asked-for styles! 
ok, too m@ superior craftsmanship at an LONDON TEX? Postpaid shipment within two 
i 2 amazingly low price! days of order! Full 50% discount! 
ge e ; 
misses) : 
up sell- address your request on your business letterhead to: 


“2 REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 








To Handle Tywell Sales 


The Tywell Corp. has announced ap 


NEWS 


pointment of two firms as sales re} 
resentatives. Nigro & Kuestcr Associates 


Promoted by 3M 


Promotion of Herbert E. Reading to 1123 Broadway, New York City, will 
mid-central area sales supervisor, dupli- represent Tywell in New York, New 
cating products division, has been an Jersey, Pennsylvania, Maryland, Dela 


nounced by Minnesota Mining and Manu- ware, Virginia, District of Columbia and 
facturing Co. He will headquarter at West Virginia. G. J. Eberhardt Co 
3M’s branch office in St. Louis. Richard 1519-A Merchandise Mart, Chicago, will 
G. Birkins has been promoted to North- handle sales in Illinois, Wisconsin, Min 
eastern sales manager of the firm's gift nesota North and South Dakota 
wrap and fabric division, with head- Nebraska, Indiana, Michigan, Missouri 
quarters at Ridgefield, N. Y. Kansas, Kentucky and Iowa 
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e AUDITOR’S PEN #F-460 


e @ Available in 5” Pocket-Purse Size #F-450 
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* Bookkeepers, Auditors, 
Accountants, and clerks all 
applaud the LINDY Audi- 
tor’s Pen with the fine 
writing point—now avail- 
able in 8 colors. 


Ink Meets 

U. S. Govt. Spec TT-1-562 
Permonent 
Non-transferable 
Non-Smudging 


® Perfect balance insures no 
writing fatigue. 

RED * BLACK 
LAVENDER * GREEN 
YELLOW-GOLD * BLUE 
TURQUOISE * BROWN 
The Color of the 
Pen is the Color 
of the Ink 


* Giant Ink Supply writes 
two to three times longer 
than ordinary ball point 
pen cartridges. 


AX: 


elimi igere (se) 








UNCONDITIONALLY GUARANTEED 


Manufactured by 


Lindy PEN CO., INC. 
fed. tax incl. Culver City, Calif., U.S.A. 


Write for your Free Sample *F-460 LINDY Auditor's 


“sy 1 Pen Dept. 8-AM—LINDY SALES CO., 9601 W. 
Get It From : Jefferson Bivd., Culver City, Calif., U.S.A. 
” 
Your Wholesaler a 
' 
; Buyer 
' 
Smooth, Fine Writing Point. “ Address 

; City__ Zone State__ 
' 


Foreign addressees please enclose one dollar 
(American) to cover cost handling and mailing. 
- - = for more details circle 145 on last page 






New Office Furniture 
Lease Plan Announced 


The lease plan has moved into the 
furniture Everything 
from a desk to a full office suite, com 
plete with draperies and carpets, can by 
leased on a plan similar to the aut 
easing system from Kriloffice at 307 
W. Monroe St., Chicago 

Louis I. Kriloff, president, feels his 
new leasing division can 


of fice business 


result in 4 
drastic change in office operation, elim 
inating outdated, inefficient equipment 
by making new, modern furniture easy 
to acquire 

Leasing is arranged on a 
ental basis. The 


monthly 
rental is based on 
the price of the office layout. A $4,000 
suite, for instance, can be leased for 
$125 monthly 

The firm says its plan is especially 
beneficial to new business with small 
capital. Rental payments can be charged 
against operating expenses, freeing work 
ing capital for productive uses. Patrons 
have the option to buy later if they want 
to 


3 Retailers Win $100 
For Window Displays 

Three retailers have won top honors 
and $100 each in the Sheaffer Pen Com. 
pany’s Christmas window display con 
test 

They are Moseley’s, Inc., Madison, Wis 
in eastern district competition; Joseph 
K. Fasold of Gulfport, Miss., in the 
central district; and Kendrick-Bellamy 
Co. of Denver in the western district 
Participating dealers were required to 
submit pictures of their Christmas win 
dow displays to the pen company. 


Remember 





The official 1958 Father's Day poster is o 
new arrangement of the family scene, avail- 
able in many shapes and sizes. Further in- 
formation may be had from Alvin Austin, 
Director, Father's Day Council, Inc., 50 East 
42nd St., New York 17, N. Y. Father's Day 
falls on June 15 this year and on June 21 
in 1959 — always on the third Sunday in 
June. 
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NEWS 


Alphabet’s Costliest 
Letters Are T,R,A,D and E 


Trade may be the lifeblood of business 
but it’s costing business millions each 
yea at least the 
‘trade 


educators who are 


letters in the word 
are according to a survey by three 
supervising the na 
tion's biggest remedial handwriting pro- 


am for teen-agers 


which result in illegible 
re found to be irregular 
ng, inconsistent size, bad 
or poorly formed loops 
ynes, bad closings 


ring retraces an 


New WOFI President 
Confident of Future 
: J. K. Boling, new 


president of — the 


Jasper Desk Co 


16th annual 


Others elected at th 
meeting were Gilbert 8 
Imperial Desk © 
president, and T. R. Pitts, vice presj 
of Myrtle Desk Co., 


president of 
secretary-treas 


A 1958 promotion campaign by WOR 
has as its theme, The exciting design 
on office furniture is being done with 
wood The campaign 
for the 


promotes 
general office as well 


executive offices 


These five letters are the costliest, they Wood Office Furni 
say, because they are the most likely to ture Institute 
(WOF]I), underlin 


ed the necesssity of 


Office Furniture Man 
be illegibly written or misread. Careless- Joins Horder’s, Inc. 
ness and haste, main causes of illegible ] : 

handwriting, can make T look like L or 
I; R resemble I; A be mistaken for U 
or CI: D look like CL; and E look like 
I or L. No other letters in the alphabet 
end up looking like hen scratches as 


Arthur A. Pok 
quin, Jr., has joim 
operation and ex- k ed Horder’s, Ine, 
Chicago, as mat 
confidence in the : ager of the Furne 
future of the office : ture and 
furniture field in Department 
Mr. Poliquin 
will direct Hordegs 


intra-industry co 


pressed genuine 


Systems 
frequently as _ these. 

The survey was undertaken for the Boling his first address to 
Sheaffer Pen Co. by Wesley E. Scott, the Institute 
director of commercial and distributive Not unrealistic, office furniture ey 
education for the School District of vice | Boling Chair Co. con " : pansion program 
Philadelphia. His assistants, Matthew M cluded by si We have made great ‘ now being devel. 
Jasner and Leon Rubin, are handwriting oped. He comes te 
More Horder’s with a background of 11 years 
than 20,000 students in 38 Philadelphia 


secondary schools are taking a six-month 


membership. 


however, the 


strides industry and we can Poliquin 
continue to make great strides. But the 


months and 


Lightin 
Swing- 
inthe b 
combir 


consultants to the pen company 


years ahead will be de of experience in the office furniture in 


perilous times. They are not dustry 


cidedly 


course in remedial handwriting. One times for the complacent, not times 
indeed for the divided and disunited 
handwriting Mr. Boling takes over the WOFI presi 


dency from Raphael 


Currently he is president of the Chi- 
cago chapter of the National Office 
Furniture Assn. and a director of the Of- 
Blessinger of the fice Management Assn. of 


reason for the course was the complaint 
of retailers that illegible 


was eating into their profits. Chicago. 


indire 


mode 


Look, 
and d 
ble-A 
Stand 
sale. 

tories 


Vs smo . 


christmas cards 


The new 1958 collection is more beautiful and distinctive than 
ever -- a rare achievement for a line always noted for its 
strikingly attractive Christmas offerings. 


Promotional Line---Solid Pac boxes of 25, $2 retail 
Master Line---Varied selections at popular prices 


Handsome personalized albums available for both lines 


See : 
OF att Savill oi Empire State Building, N. Y. 1, N.Y. 32 East Union St., Pasadena, Cal. 
New York Stationery Show, May 18-23, Hotel New Yorker, Room 55! 
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What a group fo sell from... 
4] All-New DAZOR Desk and Table Lamps 
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Lighting in keeping with this richly appointed office is supplied by Dazor’s For the desk occupant who desires unrestrict- 
Swing-Arm Model 1056 on the desk anda Single-Arm Flexible-Arm Model 1058 ed control of light location and volume, the 
inthe background. Finish of both is frost-green baked enamel over bonderizing, distinctive Dazor Floating- Arm Model 1057 
combined with brass; optional colors: frost-tan, statuary-bronze, gray or ebony. above is the answer. Its diamond-shaped base 


ne Ch has beveled edges. Finishes are frost-green, 

Offi frost-tan, statuary-bronze, gray or ebony. 
re Of- 

"ago. New Incandescents 


—— § Here are the office lamps to give you a comprehensive line with Dazor 
quality all the way through. Fine executive-type lamps head the new 
group. Note the Dazor Swing-Arm model, combining high style with 
indirect lighting. There’s also a completely new Dazor Floating-Arm 
model with compact reflector and diamond-shaped base. 


Broader Markets for You 


Look, too, at the smart new Dazor decorative lamps that illuminate 
and dress up the smaller desk, reception desk or table. Two are Flexi- 
ble-Arm models—Twin-Arm and Single-Arm. The other, a Rigid- 
Standard Dazor, matches the Swing-Arm model, promotes a dual office Sinplicie af delanend math indie Bibi 
sale. Moreover, these models are just right for institutions, dormi- ing are characteristics of this Dazor Model 


tories, motels, hotels, home TV rooms and dens. 1055. Finishes are frost-green, frost-tan, stat- 
uary-bronze, gray or ebony. It is a natural 
mate for Swing-Arm Model 1056. 





Air-Cooled for Comfort and Safety 


In every case a major feature of the new Dazors is the Air-Cooled 
Reflector—comfortable for the user to work with and safe to touch. 
Changing the light location involves no hazard. Full information on 
the lamps is available from your Authorized Dazor Distributor. If you 
need his name, write to Dazor Manufacturing Corp., 4481-87 Duncan 
Avenue, St. Louis 10, Missouri. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6, Ontario. 





ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


Da ZO eg FLO ATi N G LAMps Varied arm arrangements are possible with 


Dazor’s Twin-Arm Flexible-Arm Model 1059. 
Finishes: frost-green, frost-tan, statuary- 


FLUORESCENT and INCANDESCENT bronze, gray or ebony, combined with brass, 
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ND Ga dose! oi. Ke 
To Work With Dealers 


Charles W. Schnizler has been appoint- 
ed field sales representative of Peerless 
Photo Products Inc., makers of office and 
industrial photocopy equipment. He will 
serve in a liaison capacity, bringing in- 
formation about technical developments 
to the company’s distributors, carrying 
out an education program for distributor 
personnel and helping to widen the use 
of successful marketing 
photocopy equipment. 


techniques for 





4 


FURNITURE << 


Craftint Expands Force 


Six additions have been announced to 
the sales force of Craftint Manufacturing 
Co., three in the home office and three 
in the field. The new 
Gerald Appel 
expanded 


field men are 
who will help cover the 
metropolitan area and the 


Northeastern territory from New York; 
Cecil Reed of Kansas City, who will 
be sales representative for a new Mid 
west territory including Arkansas, Kan 
sas, Oklahoma and Missouri; and 
Thomas Olsen of Hayward, Calif., as 


signed to the Pacific Northwest territory 








do this and save 


Specify shipments UNCRATED via North 
American, Creston Division padded vans. 
Factory door to your own or customer's 


door. It's quicker, safer, less costly. 





Y 


* CRATE MATERIAL & LABOR 
° EXCESS SHIPPING WEIGHT 
¢ TRANSFER & STORAGE 
* DAMAGE CLAIM WORK 














1 Ee -- 
: Mail Coupon for Facts and Case Histories About Uncrated Shipping ; 
' 
' _ ' 
> 2 : : 
'  (Nortt¥@fAinerican) North American Van Lines, CRESTON DIV. : 
- WORLD HEADQUARTERS °* LAND, SEA, AIR } 
' DEPT. P, FORT WAYNE, INDIANA : 
‘ ~ 
| NAME ’ 
' ' 
' ADDRESS cn saciiaesen . — 
' ' 
' CITY STATE : 
0 ESN SET RL a ee 
- - - for more details circle 154 on last page 
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West Coast Manager 


oy Roland Liptong 
: the executive sale 
staff of Reflector 
Hardware Corp 
has been appointed 
manager of the 
firm's Pacific Coag 
subsidiary, Reflee. 
tor Hardware Corp. 
of California, 851 
S. Los Angeles St, 
Los Angeles. With 
15 years of exper 


Lipton 
ience in retailing and merchandising, Mr. 


Lipton will be 
with a 


able to help retailers 
variety of merchandising prob 
lems, especially their selection of store 
fixture and display equipment. 


West Coast Company 
Adds 2 Staff Members 


Two appointments were made recently 
by the J. K. Gill Company, Portland, 
Oregon 

Tom Heckard, formerly assistant man- 
ager in charge of trade books with the 
J. K. Gill Company in Seattle, has been 
appointed manager of the Wholesale 
Library Book Division at Portland. A 
graduate of Portland State College and 
the University of Washington, Mr 
Heckard came to the Gill organization 
after managing the Olympia, Wash, 
branch for Lowman & Hanford. 

Paul McKeown has been appointed as- 
sistant toy buyer and his duties will in- 
clude keeping the samples current, ex 
pediting orders and keeping salesmen 
posted on new items in the toy line. 
Mr. McKeown has had retail toy ex 
perience and has spent the past 11 years 
traveling for M. Seller Co. 


To Direct Dealer Sales 


Sam S. Smith, a 
veteran of many 
years in the office 
equipment _ indus- 
try, has been ap- 
pointed national 
director of dealer 
sales for Under 
wood Corp. He 
has assumed ovet- 
all responsibility 
for sales of the 

Smith complete line of 
Underwood portable typewriters and 
Leader adding machines through dealer 
channels. 


New Canadian Rep 

Appointment of J. J. Carter Agencies, 
901 Yonge St., Toronto, 5, as exclusive 
representatives in Canada for the Mid- 
western Manufacturing Corp. line of 
insulated safes and record containers has 
been announced. Midwestern also has 
R. D. Anstock, 303 Jess Ave. 
Haddonfield, N.J., as representative im 
Eastern Pennsylvania, Delaware and 
Southern New Jersey. 


named 
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Rust Craft Institute's 
3rd Annual Breakfast Set 

Frank R. Shaw, vice president and 
director of sales for Rust Craft Pub- 
lishers, has announced that the third an- 
nual Rust Craft Institute breakfast will 
be held at the Hotel New Yorker on 
Wednesday, May 21, during the New 
York Stationery Show, also at the Hotel 
New Yorker. 

The program this year will be devoted 
to a panel discussion on the subject, 
“WHY and HOW to Promote The 
Stationery Department.” Moderator of 
the panel will be James  Lansburgh, 
divisional merchandise manager of Lans- 
burgh Bro., Washington, D. C. Other 
members of the panel will be Mrs. Bertha 
Kriech, stationery buyer of William H 
Bloch, Co., Indianapolis; Martin Solnick, 
stationery buyer of G. Fox & Co., Hart- 
ford; and James E. Shipley, Jr., stationery 
buyer of Strawbridge & Clothier, Phila- 
delphia. 

Among those participating in the dis- 
cussion will be the members of last 
years panel. They are Bernard |! 
Jameson, Sibley, Lindsay & Curr, Roches- 
ter, N. Y.; Miss A. T. Anderson, The 
Fair, Chicago; Mrs. Elizabeth K. Lynch, 
Lit Brothers, Philadelphia; and Mrs 
Dorothy Woods Lewis, Stix, Baer & 
Fuller, St. Louis. 





Anniversary at Kistler’s 

The W. H. Kistler Stationery Co. at 
Denver, Colo.. was 75 years old this 
year and it observed the anniversary with 
a week-long celebration March 2-8. The 
firm began as a one-room book bindery 
operated by the grandfather of the 
present president. It now has 230 em- 
ployees and a almost 
$4 million 


yearly gross of 


Joins Seating Firm 

Phillip Van Dyke 
of Franklin Village, 
Mich., has been ap- 
pointed by Shelby 
Williams, seating 
manufacturers, to 
represent them in 
Michigan, Indiana, 
Ohio and Kentucky 
He has had 20 
years of experience 
with institutional 
Van Dyke and industrial seat 
ing problems 
N. Y. Furniture Dealer 
Modernizes Showrooms 

The John R. Bourne Co., office furni 
ture and equipment dealer at Rochester 
N. Y., has completely remodeled and 
updated its showrooms. Philip Yawman 
owner, says it was done to keep pace 
with today's styling in office furnishings 





The new showrooms provide 12 separ 
ate areas for individual displays of of 
fice furniture. Each area _ contains 
desk, chairs, desk accessories, drapes an 
carpeting. 


Another display area features the latey 








Individual office settings which create an 
in-the-office feeling keynote the modernized 
showrooms of John R. Bourne Co., Rochester, 
N. Y. This modular two-sided executive desk 
with partial cane front is exhibited as o 
complete office unit. 


filing systems. A complete line of desk 
and office accessories is shown in a re 
cessed wall unit 

A display window has been remodel 
ed and enlarged to show executive office 
suites, with a new setting to be on dis 
play every two weeks. 





PACKAGED 





it 





PURE RUBBER BANDS 


NEW FAMILY OF BOXES 


SELL! 


TO 





oo” 


~ 


i ae 
Highest quality Pure Rubber floating stock —high count per pound ..~"~=--——— 


sold only through recognized wholesalers 


since 1896 


CANTON, MASSACHUSETTS 


----~ 
“- —— 






4 ounces 1 ounce disploy 


(16/ctn) 


PLYMOUTH RUBBER COMPANY, INC. 
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...You never know what they’// 


use them for next! 


LISTO 





MARKING PENCIL 


9 writes on 
everything! [ffir 2 


Listo writes clearly on any surface .. 








even plastic, glass, cellophane. Small wonder 

it outsells all other marking pencils! Almost 
everybody has some unusual thing to write on. 
And Listo ads say .. . “available at stationery 


stores everywhere.” Stock ’em ! et 
Steady repeat business ! 
Listo refills in black, 
red, blue, green, 
LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA yellow, white. 
--- for more more details circle 146 on last page 


LEENCUT= 


Pvaretoea by 
KLEF Ncw Cects) SPECIALLY DESIGNED TO 








we 

Samm MAKE EXTRA SALES FOR YOU! 
rr Here’s a colorful, eye-catching merchandiser that’s 
sure to increase your sales. Display this fast-moving, 
pre-priced assortment of the seven most popular sta- 
tionery store styles — watch your customers pick out 
the items they want — Order back up stock to supply 
the bigger sales for offices and factories. Every pair is 
genuine Deluxe KLEENCUT quality — Every pair 
tested and guaranteed to insure customer satisfaction. 

Here’s what you get in each assortment: 


Suggested Re 

#134C— 7” Dressmakers’ Shears, Fully Nickel Plated $ 2 5 

#112C— 7” Teachers’ Desk Shears, Fully Nickel Plated 2.25 
3128C— 8” Left Hand Shears, Black Enamel Handles 1.89 
2 105S— 9” Library Shears, Fully Nickel Plated 2.50 
3109S— 9” Bankers’ or Office Shears, Black Enamel Handle 1.79 
#109S—10” Bankers’ or Office Shears, Black Enamel Handle 1.98 
3¢109S—12” Paper or Bankers’ Shears, Black Enamel Handle 2.50 


Retail Price per Asst. $15 
Total Retail $15.16 Dealer Cost $9.10 Dealer Profit $6. 06 


FOR COUNTER, WALL, OR WINDOW, ONLY 121. "x13%' 
See Your Jobber or Send Coupon to Dept, 2-A 
THE ACME SHEAR CO., BRIDGEPORT 1, CONN. 


World's Largest Manufacturer of Scissors and Shears 


Please send more information on No. 1911 Merchandiser 
Dealer Name 
Store 


LR REE NTE! 
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NEWS 


42nd WSA Convention 

Salutes Service Wholesaler 
The service wholesaler today provides 

a key to the effective distribution of 

stationery products in an evermore com- 

petitive and cost conscious age. 

So said Mortimer Chute of Bainbridge, 






grote $s. 


Mortimer Chute, WSA president, gives key- 
note address at the group's 1958 convention. 


Kimpton & Haupt in his keynote address 
at the 42nd annual convention of the 
Wholesale Stationers Association, held 
at the Hotel New Yorker in New York 
March 2 through 5. 

Mr. Chute, re-elected WSA president 


a\ONE Re 
S 5 
oh 


ESA., 


Donald Frey, 
Wholesale Stationers Association, addresses 
the opening session of the 42nd annual con- 
vention. 


secretary-treasurer of the 


during the four-day convention, compared 


the association to the two-faced Roman 
god Janus, whose job it was both to 
look back on the past with wisdom and to 
look forward to the future with under 
standing 

WSA named two vice presidents, one 
for the United States and one for Can- 
ada. They are John E. Carr, ZCMI School 
& Office Supply, Salt Lake City, and 
Leslie Robertson 
Montreal 

Held in conjunction with the conven- 
tion, an International Merchandise Ex- 
hibit at the nearby Trade Show Building 
drew an estimated attendance of between 


Granger Freres, Ltd., 





Max L. Smith of the Joseph Dixon Crucible 
booth at the WSA Exhibit shows line of 
Fax pencils to Daniel Shea, Adams, Cushing 
& Foster, inc., Boston. 


Stationers and 
manufacturers of stationery lines. Many 
of the nearly 100 displays described 


500 and 600 wholesale 


special plans for wholesalers 

Meeting in separate sessions, the var 
ious WSA divisions, in addition to elect 
ing Officers and an executive committee, 
laid out programs for the coming year 
The programs, based on separate round 
table discussions, were designed to deal 





HOLYOKE, MASS. 
Quality Est. 1896 





New Display Card For Faultless Pencil Clip 


A new, modern, three dimensional, folding display 
card now presents ¥; gross of our reliable Faultless 
Pencil Clips accessibly and efficiently yet takes only 
3-% inches of counter space. This attractive, up to 
the minute, new sales tool is in our smart family 
colors of attractive blues and white against which 
the brilliantly nickel plated clips glisten and shine 
drawing attention and making sales. 
livery. Write for information and samples. 


~ L. D. VAN VALKENBURG CO. 


Prompt de- 


Service 
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Jack Herman and Chris Edmisson, Micro. 
point, Inc., check the mileage of a new 
pen which was tested during the WSA 
Exhibit. 


with problems of product promotion, 
education of personnel, packaging and 
the general cost of doing business 

Chairman of the convention was 
Howard Shoemaker, Eberhard Faber Pen- 
cil Co. Chairmen of the exhibit com 
mittee were Hiram Bronson, Heinzle & 
McCann Ohio, and Louis 
Oclwang. Scrantom’s Book & Stationery 
Co Rochester, N.Y 


Columbus, 


Southern Rep Named 


Haskell of Pitts. 
burgh and the Sikes 
Company of Buf 
falo, N. Y., have 
appointed Victor J 
Parr as sales rep- 
resentative cover 
ing eight states in 
the Southeast. Mr 
Parr will work in 
Alabama, Florida, 
Georgia, Mississip- 

Parr pi, North and 
South Carolina, Tennessee and Virginia 
His headquarters are in Atlanta at 89 
Long Island Place, N.W 





New Northwest Representative 

Appointment of 9 
Richard E. Veasey 
as district repre- 
sentative of Globe- 
Wernicke’s North- 
west territory has 
been announced. 
Mr. Veasey will 
make Seattle his 
headquarters, while 
serving dealers in 
Washington, Ore- 
gon, Montana, Ida- 
ho and part of Northern California. He 
had been with the company’s New York 
branch sales force since 1954. 





Veasey 
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...and make 
more profit 


Do you really know the Acco line? Do you know it well? Have 


you looked at an Acco Catalog recently? 


We ask the questions because there are 40 items listed in the 
Index of the Acco Catalog—and many times this number in 


sizes, styles, applications, etc. It pays to know them all! 


Why? Because you can make more sales, get more customers, 
earn bigger profits, if you are equipped to sell the line. Instead 
of just #12 or #22 Acco Fasteners, most of your customers can 
also use #723 and other sizes. Instead of just Accopress Binders 
of one or two styles you can also recommend Accobind Folders 


and filing by color. 


The largest selling items in the general line are illustrated on 
this page. To do an adequate volume you must have a repre- 
sentative assortment of these numbers. But if you really want 
to capitalize on your Acco dealership you will be prepared also 


‘ 


to supply the “specials.” See—for instance—the back of this page. 


ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 





Leaders of the Line 


af 
————S 
ACCO FASTENER / 


ACCO FASTENERS—The foundation of the ACCO System, 
invented by Acco and made in more than 50 styles and 
sizes with centers from 234" to 81/2" and capacities from 
1” to 6”. 





| 


~ 








ACCOBIND FOLDERS—Hard, smooth, genuine pressboard 
for utmost service. Equipped with Acco Slideway—invalu- 
able at transfer time because it makes possible withdrawal 
of bound papers from the folder and its continued use 
simply by inserting a new Acco Fastener and Index Sheet. 
5 colors in many styles and sizes. 














ACCOPRESS BINDERS — Most versatile and inexpensive 
loose leaf binding for everyday filing or permanent stor- 
age. Made of genuine pressboard. Side or end fastening 
in all styles and sizes. Choice of 5 colors. Capacities 
up to 6” 





ACCO PIN-PRONG BINDERS—Answering the need for a 
durable, low-cost binder to handle marginally pre-punched 
sheets used in business machines. Genuine pressboard 
with Fasteners having narrow Ye" prongs on 6” or 81/2" 
centers. 3’ or 6” capacity. Sizes and styles for most needs. 








Here’s a tip for 


BIG VOLUME 








GO AFTER THE BUSINESS 
IN ACCO PRINTED COVERS 


If you’re after better volume here’s your opportunity —talk up 


STATIONERY 
OFFICE SUPPLIES 





RICHARDS 


PAPER COMPANY 
ATLANTA, GA 


your ability to supply printed covers for catalogs, price lists, 


reports, bulletins, manuals, presentations — 





CATALOG NO. 155 


The original of the above is printed in red 
on a green Accopress Binder cover. 


ACCOPRESS BINDERS 


PRINTED TO ORDER 





You know the attractiveness, durability and economy of Acco- 
press loose-leaf Binders. Why not capitalize on them for volume 


sales? Some of the largest corporations are Accopress Printed 





Cover users. Thousands of others are simply waiting to be told. iad ; ; 
; The original was printed in dark blue ona 
blue Accopress Binder cover. 


This is just another “plus” picked from your Acco Products cata- 
log. Get to know the catalog, get to know the many real values it 


mee TEFLON Y 


contains for you and your customers, and you'll never want for 





more business. Acco can be your star performer! 


NBOOTYH-NMOTABL 


Refresh Your Memory 


of the Acco Catalog—and 
Make More Profit! 


The original is in red and black on a grey 
Accopress Binder cover. 


ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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2 Representatives Named 
Two representatives have been appoint- 
ed for Port-a-Wall office partitions. Glen 


Gourly, Dayton, Ohio, has been named 
in the Midwest and Harold Vertel, 
Dallas, Texas, in the Southwest. 


Joins Nathan Firm 


Robert 
of Summit, 
has been named 
vice president in 
charge of _ sales 
and advertising at 
Charles S. Nathan, 
Inc., New York City 
office planners and 
decorators. Mr. 
Pratt joined the 


T. Pratt 
N.J., 








R. F. (Barry) McNulty, 34, Chicago, is the 
recently appointed assistant executive direc- 
tor of the National Office Furniture Assn. 


New Meilink Distributor 





Anthonsen Kimmel 


for the dealers of the various companies 


they represent. 








Nathan firm as 


“aps ° Anthonsen & Kimmel Associates, New 
director of sales 


York City, has been appointed a dis- 
tributor for Meilink Steel Safe Co. The 
firm is operated by Arnold Anthonsen 


Pratt 
ast year after 11 years with the Clary 
Corp. 











































in red eta and Irwin Kimmel, partners, who employ 
Celanese Distributor Named five salesmen to cover the territories of 
Steiner Paper Corp. of New York New York, New Jersey and the New 
City has been named national distributor England states. They recently acquired a 
t Celanese Prepared Acetate, a trans- 9,000 square foot showroom space at 
arent coated plastic sheet with wide- 140 Fourth Avenue, New York, and 
yread use in the graphic arts. made plans to hold an open house there 
REMARKABLE...REVOLUTIONARY for-yolume profits... ~ 
: Exclusive ib i wo 
Design PRS iis y : men P in 
a, , 
Not one, : "CARBON PAPERS 
but 
2 QUALITY and TYPEWRITER RIBBONS 
LOCKS! 
Electronically 4 
ona welded 
in place v, 
Full 
D . 2 inch P ° 
ouble reinforced JF Senaneien is the RIGHT line 
EXPAND-A-LOPE The briefcase riengeiinel 
(Trade Mark ; : . Top profit for you is assured 
rade Mark) with the 2 inch expanding gusset because the name WRITE 
WE GUARANTEE WITHOUT RESERVATION that the Ex- guarantees top quality and 
pand-A-Lope will make obsolete any /ike-appearing item selling top performance for your 
for up to $20. customers. : 
One piece bonded construction with NO WEAK or TENDER SEAMS. “re W - 
No Skimping .. . No Cardboard . . . No Tricks . . . all solid ee ee eee 
quality material, extra thick 42 gauge virgin vinyl! Double net“ gente ‘anieal io ane 
reinforced bottom. 7 
D ttle oe : . WRITE typewriter ribbons produce clear- 
O NOT CONFUSE EXPAND-A-LOPES with chain store est, crisp, uniformly sharp letter — and last 
type goods or comparably priced domestic or imported items!! long deen aie y P . 
SIZE: 152 inch x 11% inch; legal file folder enclosed. Make sisantee of your repeat sales and cus 
DEALERS’ NET PRICE: — $18.00 doz. : ey ae ; ae 
grey QUANTITY DISCOUNTS: — 5% on 6 doz.; 10% on 12 doz. risa on by featuring this sales- 
COLORS: Seal Brown, Jet Black, Luggage Tan a _— as = 
SHIPPING WEIGHT: 15 Ibs. per doz. When it’s WRITE it’s RIGHT. 
Order a trial dozen today Promptest deliveries, always. Send 
- ary for samples and discounts today. 
Your satisfaction guaranteed! 
SEE YOUR JOBBER or WRITE TODAY. 
ANGLER’S CQ. 45-22 162nd St., Flushing 58, N. Y. WRITE 420 Lexington Ave., New York 17, N. Y. 
INCORPORATED Factory: Bridgeport, Conn. 
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2 : G~- F 
|  ——_ae of 
TOEPFER SAFE < LOCK CO. . i \ 
FREE vy att , i A Vy 


SAVE A LIFE 


} 
| 


ans muacen G0 DAARCH of INES cane Officers of the Fountain Pen and Mechanical Pencil Manufac‘uren 
Assn., shown at the annual meeting, ae, left to right, Irving | 
Willard, lL. D. Van Valkenburg Co., treasurer; Charles K. Lovejoy, 
Scripto, Inc., president; W. Clarke S. Mays, Jr., Marshall & Meie 
Co., secretary; George Bartol Ill, C. Howard Pen Co., vice presiden! 
and Frank King, executive vice president. 













Edwin F. Toepfer (right) of the Toepfer Safe and Lock Co., Milwaukee, ‘es 

aided the March of Dimes and built store traffic at the same time ; SAN 
by filling a safe with dimes and offering anyone 10 dimes for IDENTIFI 
50 cents — IF the 10 dimes were contributed to the March of STORAGE 


Dimes. The Wisconsin dealer said his idea dramatized the use of 
a safe and brought many people into his store who had never been . 


2 came. Sund d to th 
A i ift f Nati Heart n wi resent to the 
eo 2? { THESE FIGURES: Seca tien peel may billfold pine Mnmedy aes J. Rolts 


(left). Presentation of ‘the world's largest billfold’’ was made during 
al the Luggage and Leather Goods Show. | 


Sy Mapta 
67 


94 








Signa 


One out of five clerical workers were unable to add a simple 
column of figures like this in a survey conducted by Opinion Research 
Corp. for the National Cash Register Co. Even when allowed to 
check their figures, 10 percent of those tested still came up with 
the wrong answer on this problem. The survey also showed that 80 
percent of the 541 clerks tested flunked at least one of the 19 
addition problems in the test. 
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(ncrease Your Sales of 
Maptacks and File Signals 


with 
Gratfco'’s SELF 


e 
Dispenser-Storag 
COUNTER CABINETS 


-SERVICE 


COLORFUL 
DISPLAY PANEL 


‘~ for Maps, Charts and Records 
: © Ther Pinpoite- the Fate” 


= cores 
es 


Weg 








7 ae 


: SAMPLE 
IDENTIFIES EACH ~ 
STORAGE COLUMN 


.” COMPLETE MAPTACK - 
"LINE ON DISPLAY 





COMPLETE SIGNAL 
LINE ON DISPLAY Blond wood cabinet needs 
only 18” x 8” counter space. 
Maptack Cabinet holds 12,000 tacks; 


1,000 each of 12 colors. 
Signal Cabinet holds 12,000 Nu-Vise Signals; 


os As one box is removed, another automatically 
pops out into position for easy selection. 


Rack on back of each unit for sample cards and 
literature. 
Cabinets also provide New Inventory Control 


HOW TO GET YOURS: 


Cabinets are furnished at no extra charge 
with orders for their contents in colors 
as required for your stock. 


GEORGE B. GRAFF COMPANY 
54 Washburn Avenue, Cambridge 40, Mass. 








THERE ARE 


GOOD PROFITS 


intHis PRANG picture: 


Art Materials with sevv-asitity 


1,000 each of 12 colors. 
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Your profit picture can be a bright one too, 
if you stock and sell the complete Prang and 
Old Faithful Line, famous for quality for over 
100 years! 

PRANG WATER COLORS SKETCHO OIL STICKS 
PRANG CRAYONEX CRAYONS PAYONS PAINTING CRAYONS 


PRANG TEMPERA COLORS PRANG TEXTILE COLORS 


SMARTLY PACKAGED FOR EYE-CATCHING 
DISPLAYS! 


Write for free merchandising folio. Dept. MS-61 


THE AMERICAN CRAYON COMPANY 
SANDUSKY, OHIO 


NEW YORK 
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MORE 
PEOPLE 
BUY 


MARKING DEVICES 


LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 43 
~ - = for more details circle 148 on last page 











“Weddingtime’” in Silver and White 
Will Prove to be a Sales Delight! 


@ Who can resist the design and color in this 
pattern when it comes to planning parties for 
brides! Adds a beautiful, exquisite touch to any 
wedding party. Woo them ... and sell them 
with PAPER ART’S “Weddingtime”! 


Paper Art Company, Inc. * 26 yrs. in America’s finest stores 
~3500 North Arlington Avenue, Indianapolis 18, Indiana 


@ Please send your new 1958 Paper Party Goods Catalog: 


Store Name 














a 
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NEW PRODUCTS... 


Name Plate Pen Set 


(Continued from page 


A new name plate holder g 
of Tenite butyrate plastic serves 
as a desk pen base. The assembly 
marketed by Concord Stamp & 
graving. 

The extruded shape provides 
but durable supports that hold 
name plate at a slight angle { 
best visibility. The pen socket ; 
attached to the plastic by a screw from underneath and a grooy 
area at the back holds pen or pencils. Name plates to fit 
furnished in walnut, mahogany, gray and black colors. 





Double-cartridge Pen 

A new Stag Slen ball point pen 
is introduced by the Slencil Co. 
carries two full length cartridges, 
one in writing position and one —# 
in a storage compartment. Its flat 
form prevents rolling off the desk 
or table. 

Available in seven colors, the Stag 
Slen retails for $1.50 with a discount of 50 percent to deales 
who buy six dozen at a time. Cartridges for replacement retail 
for 39 cents each. Up to three lines of sales or advertising cop 
can be printed or embossed on either or both sides. 


Washable Crayons V3 


A new line of Washabk 
crayons, available nov 
from Binney & Smith, Inc 
was created especially for 
the very small, pre-scho 
child who does not con 
fine his artistic endeavor 
to paper and for the par 
ent who must remove the marks quickly and easily. The crayon 
is non-toxic and can be removed from washable surfaces with 3 
damp cloth. 

Available in boxes of 12 or 24, the sticks are packaged in 
Binney & Smith's new flat pack box with two side-by-side sleeves 
Crayola crayons are available in the same new box. 





Greeting Cards 14 


Beachcomber Card Co., formerly the 
W. R. Corcoran Co., offers a complete 
line “for every greeting and remembrance 
use” in the 25-cent range, with invitations 
in the 5-cent class. 
The company says its 1958 Christmas 
card line. will feature new, national award 
winning artists and writers in a wide 





age. : Paty 
range of ideas and designs. <a 


yore 


Pocket Tape Dispenser 15 


Permacel-LePage has introduced 4 
disposable, clear plastic container dis 
penser with a 1,296-inch roll of Le 
Page’s cellophane tape to retail at 85 
cents. Built into the container dispense 
is a covered cutter bar that provides 
complete protection for both user and 
tape. The supply of tape is said to be 
equivalent to that in six 25-cent rolls 

A gravity feed merchandiser holding 
six dozen of the new units is available 
to retailers. It has a full-color back panel and occupies less 
than half a square foot of counter or shelf space. 
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Deposit Receipt Envelopes... 
another JUSTRITE specialty! 












COMPLETE Fac; 
UTES To str 
VE You 








CONTROLLED 
- SPEED--_ 
“ERASING - 





for 


INK, TYPEWRITING, 


BUSINESS MACHINE WRITING 


Your customers will thrill to the new ease, 
speed and efficiency of these fine quality 
GRAYPOINT ERASERS. 





Voucher 


Style Wallet Style 








Deposit Receipt Envelopes are another popular 
banking item offered to dealers by the Justrite 
envelope companies of St. Paul and Atlanta. 


Used by banks and savings institutions, these dur- 
able envelope cases provide long-lasting usage for 
holding mechanically printed deposit receipts .. . as 
well as giving convenience appreciated by bank 


customers. 


Justrite Deposit Receipt Envelopes are furnished in 
either red rope or colored fiberine stocks especially 
made for long wear. They are featured in two pop- 
ular styles . . . side-top opening voucher style, and 
wallet style which opens on the side and has a deep 


wallet flap, as shown above. 


Your customers can choose a wide range of sizes in 
either style, including those recommended for Bur- 
roughs and National Cash Register machines. Here 
is an item that appeals to all banks as a positive 
good will builder. Ample area is provided on both 
sides of the envelope for business boosting adver- 


tising messages. 


Be sure to offer these profitable envelopes to your 
customers. Write either factory for samples and 
more information on these and other fast selling 
envelope products. 


Two Modern JUSTRITE Factories 
2 NORTHERN STATES ENVELOPE CO. 
Jus 1 300 East Fourth Street e Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W. . Atlanta, Georgia 


“BALANCED” PENCIL-LIKE SIZES 


4 NO. 3650 GRAYPOINT WHISK 





















Sold for Resale Only 
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EASY-TO-HOLD, EASY-TO-POINT 












Hexogonal, wood-case eraser fits 
comfortably in the hand. Attached 
brush whisks away eraser crumbs. 
Won't roll off desks. Easily re- 
pointed in any pencil sharpener or 
with knife. 


NO. 365 GRAYPOINT > 
Same eraser as No. 3650, but 
without brush. 


q No. 378 GRAYPOINT 

This paper-wrapped eraser with 
the pull-string can easily be re- 
pointed right at users’ desks. 


earyproint Enaren No. 365 wes 


All are perfectly balanced 
for complete control, and 
fast, smooth erasing. 
























FREE SAMPLES 


Write us now for a free 











sample of each of these 
erasers, and for price list 
OR ORDER A _ TRIAL 
DOZEN OF EACH OF 
THESE ERASERS, AT 
FULL DISCOUNT, AND 
FEATURE THEM. 











WELDON ROBERTS 
RUBBER CO. 
365 Sixth Avenue, Newark 7, N.J. 








World's Foremost Eraser Specialists 











Waldon Robes 
Gnanwu 


Correct Mistakes in Any Language 
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Adjustable Chairs 
16 


The Garrett Tubular 
Products Co. has in- 
troduced Harco posture 
chairs and stools with 
an automatic Lift-Lok 
mechanism. A full 8- 
inch adjustment is pos- 
sible merely by lifting 
up on the seat to the 
desired height. There 
are no screws, ratchets, 
bolts or handles to turn 
in making the adjust- 
ment. 

Lifting the seat to 
its ultimate height re- 
leases the automatic pth : 
mechanism and allows } am a ! 
the seat to return to minimum height. A complete line of 
chairs and stools is available for schools, offices, 
institutions. 














factories and 


Plastic Sheet Protector 17 


Monarch Plastics Co. has developed a specially reinforced 
“twin-flap” .003 gauge acetate sheet protector that is said to 
provide substantially the same strength as standard .005 gauge 
protectors now on the market. The new Monarch protector, made 
in all standard sizes, has an extra flap for greater strength 





WORDS OF WISDOM 







“‘memory Is the O1laRy 
that we all 
CaRRY WIth us” 


OSCAR WILDE 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 
paper for every office need! 





SAXON 


PAPER CORPORATION 
240 West 18th Street * New York 11, N. Y. 


504 
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Portable Adding Machine 
A new portable adding machiga 
designed primarily for home 
and suited also for small offices 
professional men, is being int 
duced by Smith-Corona, Inc. Calg 
the 6MD, the new model weighs 
181, pounds and retails for $89.5qmm 
The machine will index fig 
columns of figures and has a totgh 
ing capacity of six columns. Magy 
special features of deluxe maching 
are retained. 
market 
home 





trend 
indicated 


showed a 
management and 


studies 


Smith-Corona 
business-like 
reasonably priced adding machine could be used to advantage 


Says 


toward 


more that 4 


by various members of the family. The new model will 
available to non-exclusive dealers. 

. 
Credenza Series 19 


Designcraft has introduced 
a versatile credenza  serig 
which can be coordinated 
with their desks to fom 
flexible and attractive mody 


lar units. 
Component parts of the 
line feature wood formia 


tops, steel “"H” leg assemblig 
and a_ wide 


steel 


assortment of 
pedestals in various 
depths and drawer-front 
colors. A 16-page catalog & 
available. 










€ 


os 





Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE 
METAL TAB 


Guide-O-folders increase the speed and accuracy of filing 
and finding. All weight of the folders and contents is sus- 
pended on the steel side frames, eliminating all the pull- 
ing and tugging usually encountered by file clerks in 
filing and finding. Made in 5 sizes—tLetter, Legal, Invoice, 
X-ray and LO-FOLDERS for 5 drawer files. The adjust- 
able metal tabs make them readily adaptable to every 
filing system. Send for free sample and the GUSSCO 
complete catalog of filing supplies. 


_ GUIDE SYSTEM & SUPPLY COMPANY 


335 Canal St., New York 13, N. Y. 
Gussco Sales Inc., 337 Winston St., Los Angeles 13, Calif. 
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SOLID PACKS 








1958 
Christmas 





by Windsor Gat— 
“The Ant of Remembering” 


Years Ahead in Style and Design 


Here is a completely new line of Christmas 
cards that are creative and distinctive. All 
cards are embossed, and gold bronzed, com- 
bining striking designs and beautiful colors. 

Advanced styling, superior quality and smart 
packaging make these Christmas Solid Packs 
the sales sensation for 1958. Volume sales are 
assured when you stock the competitively 
priced Windsor Art line. 

Packaged in decorative gold, red and white 
boxes with full view acetate top; each box 
contains 25 cards. $1.00, $1.50 and $2.00 per 
box. ($2.00 packs are glittered) 


Write for Sample Portfolio containing complete details 


inde t= 


Springfield, Massachusetts e Pasadena, California 


Be sure to see us at the New York Sta- 
tionery Show, Hotel New Yorker, Room 950 
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Corrections 





are So Hasy 


























to make 


on fhaid caplicetor masters with 


\Y224'/ correction tape 


FAST, NEAT, CLEAN:+ NO SOILED HANDS 





Correcting fluid duplicator masters is a breeze w ith 
Avery adhesive Correction Tape. There's no scraping, 
erasing or smearing. Save useless trips to the wash- 
room — no smudged hands or dirty fingernails — no 
wasted time. Just press on, then type on! It’s easy 
to use — fast and clean! 


Available in rolls ready to use in 1/6”, 2/6” and 5/6” 
widths in handy Kum-Kleen dispenser. 





1 PRESS ON reverse side of 2. TYPE CORRECTION with light 
master over error. No moist- touch, using same carbon 
ening . . . just LAY IT ON Master stays in typewriter 
with a finger touch. no realigning 


The boss will like it too...for it saves 
him time and money. 

Ask for Avery Correction Tape today — 
at your dealer, or from your regular office 
supply salesman —you'll like it! 









1 AVERY ADHESIVE LABEL CORP. Dept. 116 
if 117 Liberty St., New York 6 © 608 So. Dearborn St., 
in| Chicago 5 © 1616 So. California Ave., Monrovia, Calif. 
\] Avery Adhesive Label Corp. (Canada) Ltd., 48 Haas 1 
Road, Toronto 15 ¢ Offices in Other Principal Cities 
. Please send samples of Avery adhesive Correction Tape 
| | my name Seca 4 
' company a ae I 
i 1 
address eile aii ices 
I ? 
} city tanans <_< — - i 
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20 


Color crayon pencils, for the school- 


Crayon Pencils 


room trade as well as for map coloring 
and sketching, have been introduced in 
newly designed packages by the Joseph 
Dixon Crucible Co. The packag 
ing, in blue and red 
based upon the company’s wide study 
of packaging trends 


new 


vivid shades, is 





The 12-pencil box is themed to the 
spaceship era and the 8-pencil box de 
picts campus activities. Both  con- 


tainers provide space for store pricing and, on the back, for 


the name of the student and school. 
Typewriter Stand 


nr 


21 


A new, typewriter 


stand called 


low -priced 


‘Tiffany Jr.” is offered 





by Tiffany Stand Co. for home and 
office use. It can be used with 
standard or portable typewriters 
with hand-operated adders, or 
where only limited space is avail 
able. 
The top of the stand measures 
) 15’’ x 18” and two steel drop leaves 
extend 9 inches each. The leaf 


hinges are identical in design to those found on heavier Tiffany 
models. The square tubular legs have 2-inch soft rubber, swivel 
casters, two of which are fitted with brakes. 
desert sage or sea green. 


Colors a 


e pray, 


RUBBER BASE PAD 


DESIGNED FOR TYPEWRITERS, CALCULATORS, 
OFFICE EQUIPMENT, CABINETS 


Wy 
Wy 
as 
} yy 
Nye 


? yy ) uae 
WN 
ean es 
Wye 
‘ ee Joe 


2) 


CHOICE OF ATTRACTIVE COLORS 


15%" x 17” — 985. 
10%” x 15” — 79%. 


Reduces Noise; Holds Equipment Steady; 
Increases Efficiency; Prevents Scratching. 


JOBBERS’ INQUIRIES INVITED 


ercor RUBBER PRODUCTS CO. 


PHILADELPHIA 40, PA. 
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Utility Cabinet 2 

A smartly-styled utility cabinet 
sell for $39.50 has been added ¢ 
the Bohn Duplicator Corp. line. Th 
company 
duplicator 


will accommodat 


and 


Says it 
made 


any aiso 
handsome enough for other offic 
and home uses. A_ larger  versiop 
sells for $59.50 

Cabinet features include a tow 
latch that opens and closes at tl 
touch of a finger or knee, ful 
length piano hinge that eliminate 
sprung doors,  self-leveling feet 





heavy-duty shelf, and two-tone, a 


cohol-resistant finish. 


Executive Furniture 23 
Units of this new 
Space Age series by 
J. K. Rishel Furnj 
Co. are made 
component 
that can be 
stocked and shipped 
as individual pieces 
The series features 
thin line  squate 
edge walnut construction, slide suspension drawers and brushed 
aluminum hardware and legs 
The desk shaped or regular 
The a 98-inch top, 
box drawer and hanging file on one side and a locking sliding 
door cabinet with adjustable shelves on the other side. 


ture 
up of 
parts 


comes with a variety of free 


top sizes double credenza shown here has 


d 





eS 
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eho 3 50 


FL ye 
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y 


see the most exciting Christmas card lines 
at the show ., . featuring fabulous 


“NU-DECOR’ 


ENVELOPES 


HOTEL NEW YORKER 
MAY 18-23 ROOM 536 


NU-ART 


ENGRAVING COMPANY 


World's Largest Exclusive Manufacturer 


of Fine Christmas Cards . .. NU-ART DELUXE 
ETCHCRAFT ... CONTEMPORA -NATIVITY-ART 


5823 N. Ravenswood * Chicago 26 
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BYERS 
BECOME: 
BUYERS! 


m@ The compelling power of this Higgins stand 
sets the stage for the customer to sell himself. 
You make the most sales with the least effort. 


@ The stand places the whole line within the 
customer’s reach and overcomes single purchase 
thinking. Urges impulse buying too, since 
it’s always on the job selling people who come into 
your store to buy other items. 

@ Higgins Ink in your stock is like money in 
your cash register. Sure to sell—and NOW 

faster than ever. 


HIGGINS recone 


271 9th Street, Brooklyn 15, N.Y. 




















‘NOW! NEW LOW PRICE on 


FLEXO-SPACE Self-Service Island 


ANNOUNCING our 
New low prices on 
FLEXO - SPACE Self - 
Service Islands. Here 
is your opportunity 
to follow the trend 
of thousands of ag- 
gressive merchants 
like yourself and 
modernize your store 
with Self - Service 
fixtures. Do it with 
FLEXO - SPACE at a 
savings of 50% 
over competitive Is- 
lands. FLEXO-SPACE 
gives you Self-Serv- 
ice, Mass Display 
and 300% more 
Selling Space than 
Yes, in only 121/. Sq. Ft. of floor 
Raise or lower 





one flat-type counter. 
area you get 50 Sq. Ft. of selling space. 
the middle shelves every 2” within 15 adjustments. FLEXO- 


SPACE is a complete Island! Your customers shop on 4 
sides from 5 large Self-Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 
“Tested and Proved’’ by thousands of retail merchants. 
New amazingly low prices on FLEXO-SPACE at almost 50% 
less than you expect to pay. Without obligation write for 
FREE catalog on FLEXO-SPACE and other Self-Service fix- 
tures. Do it now — Today! 


Mfrs. write for special extra low prices. 


ADD SALES COMPANY 


829 York Street Manitowoc, Wisconsin 
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take the 
BEE LINE 


for profits ! 


AQUABEE 





Trademark of America’s most complete 
line of quality Drawing Papers! 

e Drawing Papers 
e Watercolor Papers e White and Colored 


e “Canvaskin” Charcoal Papers 
In Rolls, Sheets, Wire Bound Books 


e Tracing Papers 





American Watercolor Society 
Handmade Watercolor Papers. 


Endorsed by famous 
watercolor artists! Also 
available in a Student Grade. 


BEE 
paper co., Ne. 


1-9 JORALEMON STREET 


BROOKLYN 1, 
“The Home of Artists’ Papers” 


RN. .%: 





- - = for more details circle 114 on last page 





A.W. FABER 


"SRASERSTIK. 


A Profit Beauty to 
warm your heart 















'7099B 





4 









ee Reeecenennme 


It makes a stationer’s 
salesman feel good when 

he says, “Of course you'll 
want some ERASERSTIKS” — 
and the answer is “Oh sure, 
the way they use ’em around 
here I think they must eat ’em.” 


No, they don’t eat ’em. It’s 
just that no self-respecting Secre- 
tary or Typist would be without i 
one. She’d rather give up her I 
lipstick than her ERASERSTIK. 
Because this white-polished 
beauty flicks away mistakes in a 
flash, erases without a trace. 


AW.FABER GRASERSTZIK GCSE 











AW. Faser GRASERSTIK 


Make no mistake—your cus- 
tomers want the “white” ERASER- 
Stik. Try selling ’em one of 
those Johnny-come-latelies in a 
different color and see what 
happens. 


“| nmi 6 rR 


There’s a barrel of profit for 
you in A.W.FaBER, the original 
and best-selling ERASERSTIK — 

C) 


— 


easy profits — quick profits — 
sure profits. 







What are you waiting for? 


A.W.FABER— CASTELL 
PENCIL CO., INC. NEWARK 3,N. J. 
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Open-shelf File 24 

Supreme Steel Equipment Corp. says 
10 per cent of usable floor space is saved 
by its new Conserv-a-File which utilizes 
the open-shelf concept of filing. 

Providing complete visibility and ac. 
cessibility, the Conserv-a-File is avail. 
able in a wide variety of heights, both 
legal size and letter size. A posting 
shelf is standard equipment on every 
unit 





Fireproof Cabinet 25 


A fireproof blueprint and plan 
filing cabinet with five insulated 
drawers has been announced by 
the Midwestern Mfg. Corp. Each 
drawer is a fireproof safe and 
will hold any size sheet up to 
and including a maximum size 
of 42” x 31”. Heavy duty casters 
can be removed to allow units 
to be stacked. 

Midwestern also has added to 
its line two small safes for home 
and small office use. An 1834” 
model weighs 190 pounds and a 2034"’ model weighs 225 pounds 









) PLAN FILE 
Fireproof § Security Approved 


tl 


Photocopy Machine 26 


American Photocopy  Equip- 
ment Co. says its new one-step 
copier, the Apeco  Uni-matic 
“Auto-Stat,” will reproduce an 
original document in one-third 
the normal operating time of 
current office photocopy  ma- 
chines. 

Scheduled for April marketing 
at a_ still-to-be-announced price, 
the unit has several features that simplify operator handling and 
step up efficiency. A faster motor coupled with a more in- 
tensified fluorescent light source contribute to the speedier 
operation. The copier weighs approximately 34 pounds and 
measures 7° x 131/."" x 21". Working parts are stainless. steel 
and the housing is melamine. Push button controls operate on 
normal electric current. 





Typewriter Ribbon 27 

Leedall Products Mfg. Co. is producing new Copi-Mate 
Double-Spool typewriter ribbons with patented metallic ribbon 
sheaths. A Clean-Change feature is said to make it possible to put 
a new ribbon on a machine, regardless of type or age of machine, 
without touching the ribbon. Each pack comes with instructions 
and is wrapped in zip-open cellophane. 


Rotary Card File 28 


Zephyr American Corp. has announc- 
ed that its line of Rolodex rotary card 
files has been expanded to 17 models 
by the addition of six economy models 
retailing from $9.95 to $49.95 

The Rolomatic principle of automa- 
tic ball-bearing tension control, on 
which patents are pending, is included 
in the open economy models as well 
as in the cabinet models. While per 
mitting rotation in either direction, 
Rolomatic indexes as the knob is turned 
and maintains the cards in balance at the desired position. 
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nd 

bs DUPLISTICKER, \aves for typewriter 

on and mimeograph. Choice of 24 or 33 
addressing labels to each sheet, finest 
gummed stock. 24-on sheets, 500 to a 

27 box, 33-on sheets, 25, 100 and 500 

fate sheet lots. 

bon 

put DUPLISNAP,, carbon-interleaved labels. 


ine, ae Made in sets of 2, 3, 4, 5 and 6 sheets, 
ons box cards have proved that originality is 33 labels to each sheet, interleaved with 
smudge-resistant carbon. For use with 


the key word in studio card sales. 
typewriter. 









28 Here’s the prescription for keeping your card ; 

inc- DUPLIQUIK, labels, special stock. for 
ard department healthy. use with “Spirit” or “Liquid” process 
~ duplicating machines. Can also be used 
" t, es with typewriter. 33 labels on a sheet. 
= ox car Ss packaged 100 and 500 sheets; 42 labels 
on los angeles * new york on a sheet, packaged 500 sheets. 

ded 

all Why not send for our free brochures? @ Reg. T.M.—U.S, & Canada 

eT- ° 

re Dept. D 526 n. la cienega blivd., los angeles 48 am EUREKA SPECIALTY 
ned Ze * PRINTING COMPANY 





See us at the New York Stationery Show, Room 1052, 


Hotel New Yorker Dept. S5O - Scranton, Pa. 
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Expense Account Form 29 
To help both 
ployees and company accounting 
departments keep 
imbursed expenses 
Standard Regi:ter Co 
ing a new Weekly 
port standardized form designed 


individual en 


accurate re 
records, the 
is produc 
Expense Re 
to accommodate a daily account- 
ing of all expenses incurred dur- 
ing a given week. 
The form is of a 
terleaved Zipset 
available in either two- or three-part sets. After being filled in, 


carbon-in- 





construction 


it is easily snapped apart. The 


form 


1S 


available 


by 


the 


box 


Poker Chip Racks 


Poker chip 
Manufacturing Co 


and new 
1958 


tions for 





made of 
recessed base for two decks of cards 
equipped with 200 chips, 


Hungarian Cards 


J. J. Stark Co. has introduced Mother's Day cards in Hungarian 
for the refugee trade after marketing Easter cards for the same 


foreign language group. 


The racks contain removable sec. 


holders by 
polystyrene and 
(not included). The set. 
retails for $5.95. 


31 


Dennison 
have a new look 
combinations for 


rac ks by 


color 


use as individual chip 


each player. They are 


have a 


32 


in multiples of 500 (triplicate) and 750 (duplicate) 


Phonograph Record Cases 


30 


The company also is introducing cards in Greek and makes 
Christmas cards in 26 languages, including Gaelic which was 
added last year and Chinese and Japanese which will be intro- 





The Amberg File & Index 
Co. has introduced a new six- 
color assortment package of 
their No. 700 Platter-pak 
phonograph record cases. The 
colors are sky blue, 
sand, cherry _ red, 
brown, sea green and navy 
blue. Each case, made of bin- 


de sert 
saddle 





der’s board with leatherette 
finish, holds 50 seven-inch 
records. 


In addition to the spring colors, Amfile is introducing a new 
line of steel Platter-pak cases finished in smokey bronze. 





CORRECT / ~~~ \ 

NEW PAPERS 

NEW SCRIPTS \ — 
iP 


Weddin oy Srittations 


INFORMALS, NOTES, CALLING CARDS 


Poevsonal Hlationer yf 


EASY TO TAKE ORDERS WITH OUR NEW ALBUM 
OF PLATELESS RELIEFAGRAF PROCESS, WRITE TODAY 


TURNER & PORTER, INC. 


1233 MAIN ST. BUFFALO 9, N.Y. 
Publishers of the 
“4 STAR” AND “STARLITE"’ CHRISTMAS 
PERSONALIZED GREETINGS ALBUMS READY JULY 1 
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66 


duced this year 
Two-way Rotary File 


The Tilt-Dex-Two-Way 
file, one of 12 


rotary card 
Cardway models pre- 
sented by the Jayem Sales Corp., can 


be used either horizontally or tilted 
bookw ise. 
The 12 Cardway models range in 


price from $9.95 to $39.95. Each unit 
is described as highly styled and con- 
taining several patented features. 


33 








——$———————— J 


, 


NOESTING PIN TICKET CO. INC. | 
“WVillions Daily” 


MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y. 
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1815 WEST 74th STREET 


BRANCH FA€TORY 
CHICAGO 36, ILL. 
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Most novel and practical accessory you've 
ever seen. Ball-capped mechanical pencil is 
held securely to the pin-on bow by a tiny 
magnet with Pat's exclusive, triple-power 
“socket” design*. Pencil pulls away easily to 
write...snaps back with a ‘‘click” and centers auto- 
matically! Indispensable to teachers, sales people, 
secretaries .. . the perfect gift for every woman. In 
white, blue, green, gray, red, black—with chromium 


trim. Eraser, extra leads inside screw-on cap. §] 50 
* Pat. Pending . 






























© PRODUCTS 
Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 
Send for catalog describing complete PAT line 


Stomp Keeper * Tape Keeper * Reel Riter Ball Point Pen * Pin-On Pencil 
TELattach Pencil *© Key Keeper * M Matic * R 


= er a £ “ae ee ae 
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FOR THE FIRST TIME... 


































A COMPLETE LINE OF 9 EXCITINGLY NEW PORTFOLIOS 





Featuring: 2 inch expanding gussets. 


on Display 
Exclusive key lock, snap lock and vinyl G. Heineman 
zipper types. Including the new 2 in 1 Empire Room 


combination. Retail prices — from 79c 
to $2.49. Best jobber and dealer dis- 
counts. 


INFLATABLE WORLD GLOBES 


lithographed in 9 colors with vinyl 
laminated coating protection. De- 
signed for school, den or study. Up 
to date, including new republic of 
Ghana, North and South Korea. 
124%," and 20” sizes. 


Retail prices $5.95 and $14.95. 


N. Y. S. Show 














IDEAL STATIONERY CO. 20 ra. 


lew York 10, N. Y. 





Division of Ideal Toy Corp. 
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Craftint Deco-Write ball point 
tubes of color.are 


MAGNE 


TO NEW 
SALES RECORDS! 










FREE 


Revolving counter 
display rack 
complete with 
display card for fast 
moving DECO-WRITE, 
is available with 


Your Order 


of 6 Dozen 
DECO-WRITE tubes. 
As this rack revolves—UP go 
your sales! It sells CRAF- 
TINT DECO-WRITE CRAF-TUBES for you 
. right off the rack! DECO-WRITE CRAF- 
TUBES ... the nation’s new sensational hobby 
. are textile paints in ball point tubes! DECO- 
WRITE “DECO-RATES” EVERYTHING! 
Fabrics! Plastics! Paper! Wood! Metal! Hundreds 
of uses! Beautifully packaged! Available in 22 
dazzling colors, plus gold and silver! Trouble free 
ball-points guarantee smooth, even flow of paint! 
Priced at only 59¢ per tube; Gold, 75¢. Each tube 
is mounted on a three-color, self-displaying 9” x 
1014” card. The package is pilfer-proof since the 
tube is protected by a plastic bubble. 


Assorted Colors...59¢ each (retail) Gold...75¢ each. 


Standard Packaging . . . 24 tubes (assorted), 5 Ibs. 


"See us in Room 904 during the Stationery Show, 
May 18-23, Hotel Ne u Yorker, N. ¥. _ ie 


For complete details write, wire or phone 





THE CRAFTINT MFG. CO. 
NEW YORK * CLEVELAND + CHICAGO | 


1615 Collamer Ave., Cleveland 10, 0. 




















ie 
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Carbon Paper 
A new carbon paper named 


Write” 


Manufacturing Corp 
The 





Electro- 
and made primarily for electric 
typewriters has been developed by Codo 


company says its new carbon 
paper is extra long wearing and _ has 
extra length and clipped corners to 
facilitate removal of al copies. It is 
said to make copies that are sharp and 
clear and free from smudges or feed 
roll marks. The carbon may also be 


used on manual machines 


Gift Wrap Display 35 

A revolving merry-go- 
round counter display for gift 
wrapping materials has been 
introduced by Ben-Mont Pa- 
pers, Inc. The unit contains 
a selection of giftwraps fea- 
turing pretested designs in 
both rolls and folds, together 
with a selection of metalized 
ribbons. 

Permanent dividers keep all 
items in place while the dis- 
play is turned with a finger- 
tip, offering selection from all 
four sides. 








Executive Steel Desk 


Modern co log 
treatments as well 
as more CONSCIVE 
tive metallic and 


deep-toned brows 
are available in the 
new ‘Medallion® 
line of steel execp 
tive desks and mod 
ular pieces by Cop 
ry-Jamestown Mfg 
Corp. The line wa 
at the NOFA exhibit 

Desk top materials include white and walnut-grained formic, 
line will private tables 


unveiled 


The 
desks. 


include and secretary-receptionist 


Pedestal Fan 


Production 
new direct 


37 


and distribution of a 


drive pedestal fan has 
announced by the Chelsea Fan 
Co. for general air 


commercial establish- 


been 
& 

circulation 
ments, 


Blower 
in 
business offices 





and factories. 

The adjustable fan features an ap- 
proved type safety guard with bright i 
cadmium finish, 


and 


inized blades 


locking 


alur 


an adjustable clamp 


finished in chrome. The two-speed 

motor is housed in an_ attractive 
dome and the base is rounded with G> 
a black vinyl, non-marring trim 

strip. 





Pasonal Cnristnas Cards 


Three books full of top-selling designs for all 
tastes, priced for the volume market. Dependable, 
fast service. 
ast yaa 


SEND FOR YOUR 3 300KS TODAY! 





Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 
Please send me your 3 books of 1958 Personal Christmas Card designs. 
NAME OF STORE 
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kutito: THE HANDIEST 
“CARTON CUTTER MADE 





° Splits Cases and Cuts 
Off Tops Cleaner and 
Quicker! 


* ideal for Making 
Carton Displays 


Can Be 
Pocket! 


Kutto is the handiest tool ever made for the receiving and shipping 
room. Made of heavy quality steel, it will stand a life-time of hard use. 
Kutto is now available to you for re-sale purposes . . . comtact your 
wholesaler or write us. i Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 

each postpaid $1.25 
Wholesale Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 


Snippo 


STRING 
CUTTER 


@ CUT STRING, 
TWINE OR ROPE 


String cutter on the market it has no 


Carried in 














the salest 


Snippo 

exposed blade and it is impossible to cut one’s self. Sturdily con- 

structed of heavy steel and is plated to prevent rusting. Retail oe: 
$1 


is 


each 





WHOLESALE ‘PRICES, F.0.B. CHICAGO 
1 dozen or more, with 5 extra blades, per dozen 
2 dozen or more, with 5 extra blades, per dozen .... 





Manufacturers of Precision Cutting Tools 
Write for Circulars 


MODERN SPECIALTIES COMPANY 


4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. 
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one of 3 profitable 

new travel games 
Attractive self-selection, self mailing gift pack- 
ages are effective in minimum display space. 
Wide appeal for travelers from 6 to 60. 


Write for new catalog and price let 
(. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 


BOX 174 GRAND RAPIDS, MICHIGAN 
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IMPORTANT NOTICE! 


Our Brief Case Portfolio As Pictured Here 


Is Protected By Patent No. D-175,389 





a 


Our exclusive design DOES NOT resemble chain store type 

merchandise which is being offered as a substitute. We're a fai 

proud of the careful manufacturing and fine material that goes NEW BATES DIRECTOR 

into our patented Brief Case Portfolio and we'll protect our | 

oaiiegeneoea in matching telephone colors 

, We are the largest users of the Flexi-Grip plastic zipper, which 

ping i d d to the stationery trade, and have WwW ps . 
wee. we perfected and introduce ‘0 Y > " 

your had long experience developing manufacturing methods with in Sd es an popu afl I 
tpaid this unique closure. 

$1.25 
cago. 


#71—LEGAL SIZE ; on 
Order Sample Assortment Made of Spanish Crush leather | Sparked by the dominant four-color advertising in Better 


Today And Comporel! grain Vinylite, 16%,” x 12”,| Homes & Gardens, sales of the Bates DIRECTOR List Finder 


) oa yaago’ py tre Zipper. | are beginning to zoom. Millions have read about it . . . millions 
#+70—LETTERHEAD SIZE more will. So useful . . . so beautiful in choice of 10 telephone 


Same high quality, simpler de- | colors. Cash in on the steadily growing demand for this popular 
sign, size 14” x 11”. $7.20 doz. | | ict Finder. 


rea =v 








(Wt. 6 Ibs.) 

~ eng Ra om — Remember — year round promotion by the Telephone Company 
OPE “ 16". "$14.40 doz. (Wt. 12 ibs.) | 'S increasing the use of color telephones all over America. Your 
a COLORS: local Telephone office has been authorized to help you by 
a Seal Brown, Luggage Tan, Jet | supplying color telephones for display purposes. This is bound 
or Navy Blue, Flame Red, | +. stimulate sales of the Bates DIRECTOR. 
9.00 unter Green. 
8.50 Shipped asst'd colors unless 7 : ; : 
8.00 CAN BE IMPRINTED specified. Stock ’em... display ’em... you'll sell ’em. 

EXTRA QUANTITY DISCOUNTS 

5% on 6 doz. . 

y ANGLER’S COMPANY — 10% on 12 doz. or more §=|) the BATES manufacturing co. 
i 45-22 162nd Street, Flushing 68, N. Y. Orange, New Jersey 
ial New York Office, 30 Vesey Street, New York 7 
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STOP! LOOK! SELL! 
















































America’s most complete line of . . . 


e DRAWING SETS e DRAFTING MATERIALS 
e DRAFTING INSTRUMENTS e DRAWING EQUIPMENT 
e DESIGNING AIDS e@ MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 
















No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator ! 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades- assures a per- 
fect true point every time. A sure bus- 
iness builder! 





No. 5012D - FREE Counter Display 
contains 12 lead holders H, 2H and 
4H having 2 ea. with clip and 2 ea. 
w/o clip of ea. A traffic stopper. 


No. 5018D FREE Counter Display 
with 24 tubes of refill leads. 12 leads 
to a tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real sales leader. 





THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


GIANT-NEW sft 
1958 ALVIN 
@ CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items ot the right 
price. Orders promptly filled. Also an ideal 
sales tool. 

























“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 





ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | have checked below. 
O FREE 84 Page Catalog 0 FREE folder showing Alvin's complete line of 
Sales Aids. 
0 Ne. 5013D 0 Ne. 5000D 


0) No. 5012D 0 No. 5018D 


0 Information on FREE imprinted envelope stuffers on above items. 


Name Title 








Company 


Address 





City Zone State 
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Modular Desk Group 


A new modular 
desk group by the 
office furnitvre di- 
Eisen 
Brothers — Inc has 
four basic pedestals 
built on a 
standing steel frame 
for strength and 
are hand-rubbed 


Desk 


vision of 


tree- 













front 
hardwood 


rigidity. Exterior panels and drawer 
walnut and drawer interiors are of 
tops are laminated plastic. 
The new line combining wood and steel construction was 
introduced at the NOFA show. A national distribution network 
is being formed and inquires have been invited from established 
office 


furniture dealers. 


Ball Point Pen 39 


er Autopoint Co. is promoting the 


“Penstik,” a ball point pen designed 
specifically for commercial use. The 





company says it will write 37,00 
words equal to a line 2.9 miles 
long. 

“Penstik” features pencil length 


and a pencil grip. Non-fading inks 


available are blue-black, red, green, reproducing and _ laundy 
marking. A “Real-Thin” fine writing point is available with 
blue-black. Retail list prices for the various models are 29 or 


39 cents. 


Space Traveler Paint Set 

Space travel has been developed 
as the theme of new paint-by-number 
sets offered by Standard Toykraft 
Products, Inc. The sets have been ap- 
propriately named ‘Space Traveler.” 
Each pre-numbered picture is of an 
“out of this world’ scene 


A set that retails at $1 contains 
three pictures, eight colors, brush 
and mixing pan. A $2 set has six 


pictures and 16 colors. Both sets 


contain new washable, non-toxic, Color-Glo paints. 


Copier Roll Adapter oi 


A new method 
for making — extra 
copies of logs, 
charts and docu 
ments of — special 
length has been in- 
troduced by __ the 
Duplicating Prod: 
ucts division of 
Minnesota Mining 
and Manufacturing 
Co. 

The process it 
volves a roll paper 
adapter for use 
with Thermo-Fax copying machines to permit continuous flow 
copying. Except for insertion of the paper, copying is automatic 
and takes place at the rate of one foot every four seconds. Copying 
time for a 7-foot would be less than half a 
minute. The Continuous Roll Adapter is for use with the 
Thermo-Fax copying machine. An oil firm which has 
been using the unit on a test basis reports savings in time 
and money. 
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The officers of our company, and especially the undersigned, its pienso have been > eee 
for many years to television. We have always been impressed with the type of advertising we listen. 
to, namely that a specific product (and as a matter of fact, even products competitive and otherwise) 
is the ‘‘cleanest’’, ‘‘whitest’’, ‘‘most wonderful’, ‘‘miraculous’’, because it is the only one of its kind 
that has “QYZ’’ in it. 


We have been sitting back wondering how we could advertise our products to you. What can you say 
about paper goods? Should we say that our napkins are bigger, whiter, more beautiful, exciting, 
delicious, etc.? Or should we tell you that the key to our success is the chemical formula consisting 
of QUALITY, INGENUITY, GOOD TASTE and GIVING OUR CUSTOMERS WHAT THEY WANT WHEN 
THEY WANT IT? Well, that IS our secret ingredient folks, and apparently it pays off, because we 
have increased our volume of business 40% last year over 1956 which was our banner year until then. 


Grete Wy — 











Harold Mayer, 





See us at the 
MAY 18-23 


ROOMS 634-635 





NEW YORK STATIONERY SHOW 


HOTEL NEW YORKER 


President 


Watch the fastest growing name in paper goods and buy merchandise that sells itself. 
We bring you—as usual the unusual. 








FREUND-MAYER & CO.) 


230 FIFTH AVE., NEW YORK 1, 
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& ANCO 


OLD ENOUGH TO KNOW HOW 
... YOUNG ENOUGH TO TRY IT!/* 


“Old enough to know how to build the most practical 
drafting tables.... 


Young enough to introduce the latest functional innovations 
in drafting room furniture. 


No. 850 ANCOWOOD 
DRAFTING TABLE 
¢ Spring balance 
height control. 
e Fingertip tilt control. 
« Ample shelf space. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 














t No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 





<a’ KACO 


WOOD SPECIALTIES, INC. 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 















*ANCO never deviates from its strict policy 
of selling through dealers only. 
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Co ees 


Calculators 





42 

Lower priced “Special’’ models hayg 
been introduced by Victor Adding Mg 
chine Co. as companion machines tg 
the “De Luxe” Victor Automatic 
Printing Calculator and the “De Luxe’ 
Mult-O-Matic Calculator. 

The new printing calculator is $535 
and the special model of the Mult-O. 
Matic is $435. They were designed for 
those calculator users who do not re 


quire total transfer or an automatic constant. 


Marker Ink 


43 








A new marker ink formula has been 
developed in Diagraph-Bradley’s _ re- 
search laboratory particularly for use 
in felt tip marking pencils and also 
suitable for fountain brushes. 

The ink will not “harden up” in 
felt or bristle type tips, the company 
says, and it will write on all surfaces, 
leaving a permanent mark. It is avail- 
able in gallons, quarts, pints and 3- 








ounce Cans. 


Merchandiser 


Felt Tip Pen 





Permacel-LePage’s, Inc., is offer- 
ing a new merchandiser to retailers 
for high-traffic areas to help stim- 
ulate impulse buying of tape and 
adhesive products. The rack is of- 
fered with LePage’s products on an 
open-assortment basis, enabling the 
dealer to choose an assortment that 
will be best suited to his class of 
trade. 

Another merchandiser by the same 
company brings an assortment of the 
three most popular sizes of cello- 
phane tape rolls. 


45 



















A King Size Flo-master felt tip pen 
by Cushman & Denison Manufacturing 
Co. has a dual-purpose cap which may 
be screwed to a factory bench or ship- 
ing room table to serve as a perm- 
anently secured receptacle. 

The industrial marker, 71” long 
and more than a half inch in diameter, 
is designed for rugged, heavy-duty use. 
The airtight cap keeps the felt tip moist 





and free of dust and dirt. 


Postcard Duplicator 





or typed, in as many 
master. 


72 


The Dupliket, a postcard dupli- 
cator and envelope addresser to feé- 
tail for $14.95, has been introduc- 
ed by the Paraplegics Manufacturing 
Co. The pocket size spirit duplicator 
is packaged as a complete kit with 
all supplies needed for operation. 

The company says Dupliket will 
reproduce anything drawn, written 


as five colors, from an_ easy-to-make 
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itomatic F re-order line FRIENDSHIP 3 

> Luxe’ B® . | 

; H of modern 15c greeting cards — : ‘edie guild 
Is $53§ * 

Mult-O. bE : 

ned for FE 

a i Unsurpassed for design, color 


and sales appeal... . 


They set a "NEW STANDARD" 
in Christmas Cards. 

















Winner 
j in the 4th 


SILENT NIGHT 





Lisbograpbic RELIGIOUS 
Awards COLLECTION 
ENCORES, INC. 3280 Broadway, New York 27. AU 3-6100 competition 
* SHOWROOM 225 Fifth Avenue, Rm. 621, New York. MU°6-8932 A magnificent group of 
j Religious type cards 
ye ‘ rm each unequalled for 


authenticity, magnifi- 
cent color, original de- 
sign and verse. 


a division of 


ART GUILD OF WILLIAMSBURG, INC. 
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is of- 
on an 
\ 
vs et) ‘Point -of- Use’ Protection 
lass of re Ose = mae by SCHWAB 
€ same NEWBURY GUILD 
of the COLLECTION 
cello- 
A general group of out- 
standing cards guaran- 
teed to satisfy the most 





discriminating taste. 
Truly a rare combina- 
tion of design, color 
and quality. 





ATTENTION 


Printers and Distributors: 
Write for complete informa- 
tion about the ‘‘Classical 
Collection'’. 


stud Remember 


Newbury Guild Cards are available from our 
REGIONAL PRINTING PLANTS assuring you 
immediate personalization and delivery on a 








46 — 24 hour service basis. 
dupli- | * ie 
to re Here's a new Insulated Portable Ledger File that offers convenient PLANTS ARE LOCATED IN THESE CITIES 
odeau pmo + llama protection for valuable records. Check these * Boston - New York * Washington, D.C. - Miami ° Chicago 
turing | @ Roll-around portability on pedestal’s heavy duty swivel Dallas - Los Angeles - Charlotte, N.C. 
: ball-bearing casters. 
jicator ® Convenient operating height. Posting machine <arriage clears SEE US AT THE STATIONERY SHOW 
with top of ledger file. HOTEL NEW YORKER, ROOM 920 









@ Operating ease. End plates of 18" posting tray tilt for 











| 
yn. | Proper use. 
- will € aay nr sage UL approved insulation — fire. - 
am k. lors, d r h ‘ ’ 
ritten | aie toc ee colors, records never leave the e | new 
snake | THE SCHWAB SAFE COMPANY | 
| LAFAYETTE INDIANA | | 400 NEWBURY STREET BOSTON, MASSACHUSETTS 
958 - - - for more details circle 164 on last page - - = for more details circle 151 on last page 




















SELL ART SUPPLIES! 


AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 
try’s largest stock of all im- 
portant art supply lines. 


Write for catalogue 
and dealer discounts. 


/ 
ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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‘ OFFICE KNIFE 


#119 
$1.00 
Also penholders, lead holders, 

carton openers, marking pencils. At pro- 
gressive dealers everywhere. Write today for 
free illustrated catalog! 


GRIFFIN MANUFACTURING CO. 


193 LYNDHURST ST. ROCHESTER, NEW YORK 
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Outsells ~oll/ 


MORE STOCK TURNS 
PER YEAR WITH 


* 








Snap-On Cord Coiler 
Ww ntee: If they’re 
Ee tn ctght, thoy sell! 


HUFF CO., Maritime Bidg., Seattle 4, Wash. 


In Canada: Huff Canadian Sales Co. 
1043 Granville St., Vancouver, B.C. 


ORDER FROM YOUR WHOLESALER 
- - = for more details circle 143 on last page 


BOSTON BLITZES 
BUSINESS MARKET! 


BOSTON 2 | 
CHAMPION L2J 


portable sharpener 


4 DECORATIVE COLORS 
green—blue—sand-tone—gray 

















Your Champion Portable sales will 
go up because color—to match or 
complement modern office decor— 
has nm added, and— 

Boston’s on a year-round campaign 
to put a_ champion-performing 
Champion Portable on every mod- 
ern desk! 


C. HOWARD H [J N T 


PEN CO, Camden 1, N. J. 
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Office Paper 4 
r A new office paper, combip 
e ing high reproduction transl 

cency with exceptional visu, 


opacity, is offered by the Charlg 
Bruning Co. under the nam 
“White Star’. 

The paper is described as being 
opaque enough for easy reading 
of written, printed and_ typed 
information and still translucey 
enough to give fast reproduction speed in office copying, eve 
without backing 





carbon 


Candle Display 48 


A springtime assortment of Taper- 
lites or Tavern Candles, with a free self- 
service corrugated display stand, is of- 
fered by Will & Baumer Candle Co. 
Overall size of the with 12 
dozen candles is 17” wide by 13” deep 
by 3214" high. Included in the assort- 
ment are four dozen white candles, 
three dozen yellow, three dozen pink 
and two dozen apple green. Retail value 
is $25.20 and the dealer price is $16.08. 


vendor 





Gift Wrapping 49 


Tie-Tie Gift Wrappings is offering 
an all-occasion version of their Thread. 
A-Bow, the ribbon with the hole, which 


was launched as a Christmas seller. A 





pompom bow is made by threading 
through the evenly spaced perforations 
in the ribbon. Thread-A-Bow is avail- 


able in a two dozen assortment in five 


Retail 


colors. price is 50 cents 

Tie Tie’s Matched Mates, ribbon and paper designed for 
each other, also are available now for resale in six different 
designs. 


50 

Triangular Card Rack 
Vagabond Creations has _ in- 
troduced a new triangular car- 
ousel rack for its line of studio 
cards. The rack holds 36 designs 
and each pocket holds 12 cards 
and envelopes. Pockets are so 
constructed that even when there 
are only a few cards remaining 
they will lean back instead of 


forward. Cost of the rack is 
$10.50. 
Phone Cabinet 51 


Working with the Bell Telephone Co. engineering. staff, 
Office Suites, Inc., has developed a 45-inch wide walnut hard- 
wood cabinet which takes the telephone permanently off the 
desk. The phone base, hanging receiver, angled dial and push 
buttons are on a panel which is part of the work-organizer 
cabinet adjacent to the main desk. The cabinet was shown at 
the NOFA exhibit 


Also shown by the firm at the NOFA show was a new 
dealer sales kit which permits dealers to provide a_ three 
dimensional office layout to exact scale. 
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NOW-FOLD-O-MATIC 


has the “CONVENIENCE of a CONVEYANCE”! 


combip. with new 
transl ADJUSTABLE CONVEYOR 
Visual : “esi 5 ai AND STACKER 


Charly 
NEW DESK MODEL FH-5C — 
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© «Nam 









as being 

vcd FOLD-O-MATIC 
| typed 100% Fully Automatic 

ns! ucen: 





ELECTRIC FOLDING MACHINE 
WITH CONVEYOR BELT 
RECEIVING TRAY 


S. ¢ven 


Automatically Folds 120 Sheets per ee 
Minute (all popular folds) . . . CON- new “SNAP-IN’ CONSTRUCTION of conveyor 





LIST $] 9¢ Plus F.E.T. 


M 
i 


VEYS and STACKS Folded Pieces! 


new CONVEYOR ATTACHMENT takes folded 
pieces out of machine with positive precision, 
regardless of type or size of fold. Easily set 
to exact width of folded piece . . . “Stop” 
Wheels prevent jamming. 

new DEEPER STACKING TRAY holds larger 
quantity of neatly stacked sheets. 


and tray permits compact storage. 


plus ALL THE OTHER EXCLUSIVE EXTRAS that 
make FOLD-O-MATIC — now more than ever 
the world’s finest office folding machine, re- 
gardless of price! 


EXTRA! Increased-power universal motor. All 
moving parts of hardened steel, with self-lubri- 
cating Oilite and ball bearings. New feed and 
power mechanism eliminates gears. 


Also manufacturers of famous Card Size 
Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 
(6-A Electric, 5-A Manual). 


SEE THIS ASTONISHING LOW.- 
COST Automatic “MIRACLE” 
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A showing of contempora... 
¢e invitations and accessories 
This beautiful, easy to use album contains * cake boxes, coasters, napkins 
e stationery for the bride 
accepted rules of etiquette and examples Y 
51 of proper wording covering all situations 
staff, . f 
hard- .. every salesperson becomes a full fledged Write today for complete information 
the wedding consultant ie aaa ee 
push & sultant. » NATIONAL ARTCRAFTS, INC. 
ati ' 3000 W. FORT STREET—DEPT. 114 
sae : DETROIT 16, MICHIGAN 
nm at NATIONAL gives you fast consistently de- i ; ~ 
dabl ee Iy 25 $ Please send us complete information on the new Mosever Yours 
ost pendable service backed by nearly 25 years of + album of social announcements. 
hree- dealing with satisfied customers everywhere. ‘ STORE NAME a _— 
} STREET atta ae aie 
ils = - a * CITY a sy 
958 Shipments from DETROIT and LOS ANGELES ' —_ 
+ DEPI a MO aid aoe 
' 

















- - = for more details circle 150 on last page 


NEW PRODUCTS a ee ee ee ness for up to 30 sheets of 81" x 11” paper. Inserts are bound 


with a standard stapler and, in its finished form, the wige 

stitches do not show. Advantages cited include the clean, white 

Desk Accessories 52 appearance, simplicity of insertions, “‘printability,’ convenience 
Contemporary desk acces- for filing and economy 

sories with “‘an executive look 

of true elegance” are offered 


by H. W. Buschman & As- 
sociates. They include an 


easy-to-empty legal size filer, 


oe a a smoker with clay ash tray 
by 


flanked cigaret compart- BINSON REM ; 
i. _ cabinet display in maple finis 
ments and a writer with Mity F nish 


2 hehe which is so constructed that 
scratch paper and a covered compartment for pens and pencils Qe hispl b : tl the 
. —s isplay may be used on the cou 
The accessories, in walnut and six tones of leather, have — . . a b if coun 
without the base 
either cast brass or aluminum fittings and bases — : 
The merchandise section is open 


for self-service and the back includes 
a generous space for storage. 


Display Case 56 


Robinson Reminders has a new 


Wrapping Ribbon 53 

A new assortment of embossed, wider 
width ribbon is being featured by Rippl- 
Tie Products Co. in its Christmas line 
of gift ties for 1958. 

Two dozen bolts of assorted designs 
and colors are packed in an attractive 
display box. Each bolt is acetate wrap- 
ped to insure freshness and is pre- 
priced at 25 cents for self service. 





Tack Display 57 

A new counter and window dis- 
play for Graffco Map Tacks is avail- 
able at no charge to Graffco dealers. 
Colored in black, red, blue and 
gray, the display measures 19” high 
and 18” wide. 

The George B. Graff Co. offers 
a similar display for promotion of 
Grafco Nu-Vise File Signals. 





Pencil Display 54 

Autopoint Co. has introduced a new 
pencil display called the ‘“Autopoint 
Automat,” free with six dozen pencils 
The revolving wire counter display is 


Executive Posture Chair 58 

Dual-density foam rubber seats and 
contoured backs are featured in the 
new Prestige Executive Posture Chair 
by the Milwaukee Chair Co. Tapered 


legs and brass ferrules offer a com- 


equipped with loaded removable display 
cards. Cards in gray, black, white and 
red advertise the “Guaranteed For A 
Lifetime” theme and the “Grip-Tite 
Tip.” bination of gracefulness and sturdy con- 
struction. 

A complete line of matched chairs is 
offered in genuine walnut. 





Presentation Cover 55 

A new Jiffold-Immaculate Presentation Cover, announced by 
Clint Leap, Inc., offers to fill the need for a low priced, yet 
neat, means of presentation for college papers, price quotations 





Service Truck 59 


reports, technical literature, sales presentations and the like A strong and functional service truck is available from 
It is made of a single sheet of 70 Ib. white vellum paper, Bay Products, Inc., with one or two drawers. The drawers can 
measuring 35” x 11” and folded to form a cover of double thick be padlocked shut if desired to prevent unauthorized “borrowing.” 























TALLY PUNCH 


KE PUNCHES 
FOR 

EVERY ’ 

PURPOSE hy ‘ 


* NOTCHING 
PUNCH 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16’ deep; No. 
33, not over 1/2” deep. 

No. 2—For 1/8-1/4" round holes; 1-1/4” 


No. 3, 1-1/2” reach & No, 12, 2” reach, same 
style as No. 2. All will take special dies. 
Tally Punch — Registers number of punchings to 
99,999. Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. Same counter available in our 
Nos. 2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 
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Labor atories Inc 


CLASSIF 


Today’s 


Lowest-Priced Protection! 
New SENTRY* SAFES 





SENTRY® 
Safe -and-Cabinet 


Exclusive! Genuine mahog- 
any, walnut or blond cabinet 
conceals safe, makes a hand- 
some end table, night stand, 
TV base. Cab: 2544” x 20” 
x 20”. Safe, inside: 15” x 12” 
x 13” (2340 cu. in.) 260 Ibs. 


centerntist 9119% 


Sell for 35% to 50% LESS 
than comparable labeled 


or unlabeled safes 
All new single compart- 
ment SENTRY floor safes 
carry the U.L. Class C label 
indicating 1-hour 1700°F. 
fire test, 2000°F. explosion 
hazard test, and 30 ft. drop 
test... and feature Vermic- 
ulite insulation, all-welded 
construction, built-in 3- 
number combination lock, 
bank vault type lock bar, 
baked enamel finish. Yet 
you can sell SENTRYS for 
35% to 50% less and make 
your full profit! 

Write today for details of 
how you can cash-in on the 
virtually untapped market 
for personal safes. 


SENTRYS® $ 95 
START AT 44 


Standard discount-adv.allow. 


JOHN D. BRUSH & CO., Inc. 


567 West Ave., Rochester 11, N.Y. 
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4 TYPEWRITERS 


ELECTRIC e 
TYPEWRITERS 


PORTABLE e 
TYPEWRITERS 


ADDING 
MACHINES 
CALCULATORS 
CHECKWRITERS 





Of continental fame... 
MONTANA PORTABLE... 


a standard size lightweight 
portable, in solid steel 
| construction, with the , ., 
standard American ty, 
| keyboard. Amazingly 
light touch. Carrying 
Case weighs less 
than 10 Ibs. Appeals 
to students, profes- 
sional men, the © 
home, and as an 
extra machine in the office. Low in price, yet high 
in quality. Unconditionally guaranteed. Choice of 
colors, Grey or Green. Standard type style, $69.50 


Plus $3.50 Fed. Excise Tax 
SCOOHSHSSHSSHSSHSHSOHHSSHSSHSHSHSHSHSHSOSHOSEHEEEEEEEE 


Full size, office type CHECKWRITER ... 


prints and perforates, 
with a capacity of 
$9,999.99, and sells 
for less than one-half 
the price of other 
checkwriters. You get 
prestige of a printed 
check plus protection. 
Chrome plated, deeply 
etched number plate. 
Easy grip, single 
moulded handle, with adjustable check guide 
stop. A Checkwriter all can afford . .. in the 
office, retail store, professional man and in the 
home. Unconditionally guaranteed 1 year. Choice 
of decorator colors, Grey, Green and Tan. $49.50 
Exclusive franchises open. Write for full literature. 





7 CMBR BABE OD 


ee ee ee 


ere 
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“World’s largest rebuilders of office machines.” 


SUPERIO TYPEWRITER 


COMPANY, INC. 





| 

| 

| 
P | 34 Hubert Street, New York 13, N. Y. 
| 

| 
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THIS MODERN MERCHANDISER 
WITH NATIONALLY BRANDED 


| . e 
} NATURAL COLOR’ 


POSTCARDS 


“AND ALLIED PRODUCTS 
Iucreacses SALES 
and PROHITS 


Get your full share of the 1958 three 
billion card market — the modern way — 
sell PLASTICHROME postcards including 
local scenes of your area — lovable pets 
— humorous cards — and a full range of 
allied souvenir view items. 

A modern merchandiser (tailor-made for 
your needs). Will be installed at no cost 
except merchandise — with no under-the- 


counter stock —- merchandiser will be 
serviced thereafter locally. 
Now available through your nearest 


PLASTICHROME distributor. For details write: 


COLOURPICTURE PUBLISHERS, INC. 


400 Newbury Street, Boston 15, Mass. 


* DISTRIBUTORS — A Few Territories Still 
Available. Write For Details! 


See us 
Hotel 


at the Stationery Show 
New Yorker, Room 920 
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Ways to Promote 
Mother's Day 


Dealers with gift lines and greeting 
cards have come to recognize Mother's 
Day as one of the outstanding sales- 
building events of the year. 

This year's May 11 observance of 
Mother's Day and graduation time 
which follows present top opportun- 
ities for gift promotion before the 
summer season. The following sales 
stimulating ideas for Mother's Day 
have proved themselves effective in 
other stores. 

Announce a “That's My Mom” 


sketch contest for children 5 to 12 
years of age, each sketch to be ac- 


companied by a description of Mother: 
in 25 words or less, Entries can be 
used in store ads and displays. 

Feature hobby gifts, such as 
painting sets and photo albums, for 
the modern mother with many in- 
terests. 


Use a borrowed 


mannequin, 
from a department store if necessary, 
to center a Mother's Day window 
display. A half-form mannequin could 
be used in a greeting card display. 

Set up an attractive table near 
the main entrance with a sign: “Gifts 
for Mom, all under $2, for Kiddies to 
Buy.” Attract children’s attention by 
fastening balloons to sign card holder 
and give free balloon with each pur- 
chase. 

Print up a list of gift suggestions 
for Mother, with items selected from 
every department. Have salespeople 
keep these lists in their salesbooks 
and at the each transaction 
suggest a gift for Mother, being sure 
to emphasize the date, the second Sun- 
day in May. 


end of 




















NU WARD 


PNEUMATIC 
Imprinting Machine 
© Slenes 3000 paper impres. 


sions hour. 


®Gives automatic, uniform 
stamping on paper, leather, 
wood, plastic. 


© Uses 20 Ib. pressure compress. 
ed air. 


Leaves both hands free. 
© Touch-toe control. 



















WRITE 
FOR 
DETAILS 


Howard Stamping 


Machine Co. 


4445 W. Belmont 


Chicago, Ill. 
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RAIN or 
SHINE... 


prerer Ed -U~- Cards 


PREFER 
CARD GAR 
- 


AES 









Always 
Something 
NEW 


Children’s 
Educational Games 29c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y. 
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How Ads Can Cut 
the Cost of Selling 


The basic job of advertising is to 
reduce the cost of selling, not to build 
the ego of a retailer, according to 
Roger How, advertising executive 
with Minnesota Mining and Manu- 
facturing Co. and speaker at a recent 
sles conference for dealers, 

The right kind of advertising, he 
aid, can help solve many of the cur- 
rent problems that lead to higher 
operating costs and diminishing net 
profits. It can help you increase store 
traffic, reduce selling time, cut in- 
ventory and create a personality for 
your store. Here’s how by Mr. How. 
1, Reach new people. 

Advertising can increase store traf- 
fic by finding new customers for you. 
An ad can reach many people you 
would not think to call on or could 
not afford to call on. This has to be 
done on the local level because na- 
tional advertising by manufacturers 
can't always point to retail stationers 
— there are too many competing out- 
lets for much of the merchandise. 

In reaching new people, the sta- 
tioner who acts as his own advertis- 
ing director must take care to use the 
advertising medium that best fits his 
xlling pattern. He can’t afford to 
waste money on media which reach a 
lot of people he doesn’t want to sell 
or can't sell to. If he is serving a 
small, compact downtown area, the 
window display may be his best med- 
um. Television may be best for cover- 
ing a big area. Direct mail, with a per- 
sonal letter, may do the trick when 
you are promoting an item of limited 
appeal. 

2. Save selling time. 

A second problem which advertis- 
ing can help solve is how to increase 
the efficiency of inside and outside 
salespeople. Every time a customer 
teads one of your ads, the explain- 
ing you must do to “‘sell’’ him is re- 
duced. This means quicker and easier 
sales. The newspaper ad, circular, TV 
commercial or brochure saves selling 
time by explaining the product in ad- 
vance. The same methods can be used 
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to inform people about new things 
for sale which will enable them to 
save money or live better. 
And this is important 
prospects what the product will do for 
them. People don’t buy things. They 
buy ideas, hopes and dreams-come- 
true. This means the advertiser must 


always tell 


think and talk like a customer, not 
like a salesman. The advertising 


should sell the ‘executive look” of the 
desk accessories, the “personal com- 
fort’’ of the posture chair and the 
“convenience” of the tape dispenser. 

3. Solve inventory problems. 

Advertising also can help solve spe- 
cific problems of inventory control. 
Selling out 
simply a problem of finding enough 
logical purchasers of the item. The 
right ad in the right place will dis- 
cover them. 

4. Build store personality, 

Here is a final way that advertising 
can help cut sales costs. It can help 
build a store personality. People like 
to do business with people and not 
cold, impersonal organizations. Cus- 
tomers will be pre-sold when they 
come in if a store is given a warm, 
friendly personality in its advertising. 
The selling job becomes easier. 

Even a non-professional, do-it-your- 
self advertising director can tell 
whether his advertising is serving him 
in all of these ways. He can check 
the effectiveness of his program by 
watching the movement of advertised 
goods, by asking customers where they 
heard about the store or a certain 
product and by trying different ap- 
proaches and comparing results, The 
best ad is the one which brings the 
most sales per dollar, regardless of 
the number of dollars spent. 

A dealer should listen carefully to 
the questions of his customers. Per- 
haps some of the questions could be 
answered in ads, circulars, posters or 
ad reprints from manufacturers. 

For the best results from advertis- 
ing, dealers are told to keep it simple, 
say it often and be sure it’s true. 


an overstock usually is 
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To sell more dictation 





equipment... sell “‘House 


Current Anywhere!” 








Now... 
Dictating 

Machines and 
Tape Recorders 


are TRULY PORTABLE, with 
110 Volt A. C. Current from 
a Car Battery, with a 


Craile Travtlectric 


MOBILE POWER CONVERTER 
ani oan 





“Supreme” converter provides 175- 
200 watts, A.C., filtered for dictat- 
ing machines & recorders. 
Converts 12 volt battery current to 
110 volt, 60 cycle A.C. . . . handy 
remote control switch included. Other 
models, from 35 to 200 watts, 
powered from either 6 or 12 volt 
batteries. Priced from $21.95. 
SUGGEST OTHER A.C. USES 


In addition to Dictation, Recording, and 





Larger Office Equipment, Trav-Electrics 
power Lights . . . Radios . . . Phonographs 

Hi-Fi Sets . . . P.A. 
Advertised in| Systems Port- 
Sales Manage- | able TV. . . Solder- 
ment and other | ing Irons .. . Elec- 
national maga- | tric Drills . . . and 
zines. other Electronic 

Equipment and Tools. 








If Your Jobber Cannot 
Supply You, Write 








traie COMPANY 





Designers & Mfgrs. of Electronic Equipment Since 1927 


1071 Raymond Ave., Midway 6-2514, 


St. Paul 14, Minn. 
IN CANADA: Atlas Radio Corporation Ltd. 





50 Wingold Avenue’ + 


Toronto 10, Ontario 


for more details circle 169 on last page 
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AS I SEE IT 
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Sy Donald Prey 


Secretary-treasurer, Wholesale Stationers’ Association 





“on Round Tables” of man- 
ufacturers and wholesalers of 
office and school supplies are being 
held throughout North America dur- 
ing the next six months. The objective 
is to determine means of faster, great- 
ter, more profitable distribution of 
products over the counters of retail- 
ers who read this column. 

Last month we quoted an address 
made in Winnipeg and Cleveland oa 
the subject — “Be A Whole-Saler.” 


sometimes tries to bypass the retailer 
Manu- 
facturers are trying to bypass whole- 
salers and sometimes retailers and 
sell direct to retailers or consumers. 
This is the essence of competition in 
a free economy. You even find farm- 
ers trying to bypass processors, whole- 


and sell direct to consumers. 


salers and retailers by selling direct 
door to door. Sooner or later they 
come back to regular channels of dis- 


tribution or fall by the wayside. Why 





ing. Wholesalers finance retailers to 
the extent of over one month’s sales. 
A little recognized but equally as im 
portant finance function of whole 





salers is a service to manufacturers, 
Wholesalers warehouse an additional 
one month's sales within easy reach of 
retailers at the wholesalers’ expense, 
Thus we find the wholesaler finane 
ing function aiding both manufactur 
ers and retailers. 

“The second wholesaler function is 





We believe that many retailers do is this true? market research. The facts of every Bf} tynn Re 
not appreciate the valuable functions “The answer lies in the fact that market must be known before intelli- = 
performed by the “dealer-servicing value is added by each function in gent business decisions can be reached, | *l",,* 
wholesaler.”” Until dealers do appreci- the distributive process and each of Alert, full-time wholesalers keep - Ss 
ate these functions, they will not fully the essential functions of distribution manufacturers advised of changing | Street, 
profit from them. has to be performed by someone. market conditions, needs, and fore- ; oa 


A speaker at the recent WSA An- 
nual Convention had this to say about 
the valuable services of a wholesaler: 

“T want to take a few minutes of 
your time to be sure that you, too, 
understand what value is added to 
goods as it passes through the chan- 
nels of distribution — what value you 


Those who attempt to bypass one or 
another of the essential steps in the 
normal, efficient distributive process 
find themselves performing that func- 
tion and thus competing with the 
more efficiently organized business 
entity that was created especially to 
perform that function alone. 


casts. They give this same service to 
retailers. 

“Third, we find full-line whole 
salers exerting more and more in- 
fluence on product planning and prep- 
aration. Your WSA regional meetings 
and International Merchandise Exhibit 
are examples of this. Wholesalers 


— 










add to goods in your daily sales ef- “There are four basic utilities that know what the retailers and _ their ™ 
forts and the services you and your make up the true value of any prod- consumers want. TION! 
companies perform. uct. They are the utilities of form, “Advertising and promotion 1s 

“There is an international miscon- place, time and possession . . . Three fourth. Manufacturers are leaning all o: 
ception of the true function of dis- of these four basic utilities that make more heavily on wholesalers to assist pany 
tribution. The normal, most efficient, up the true value of any product are in planning advertising and promo- 
time-proven steps in the distributive added to that product by distribu- tion campaigns to meet local condi- ~~ 
system are from mine or farm, to tion. tions most effectively. _ Full-line lowe 
manufacturer or processor, to whole- “The place, time and possession wholesalers are in a position to make yw 
saler, to retailer, to consumer. Thou- utilities are all added to products by new product introductions simple yet int 
sands of farmers, manufacturers, normal wholesaler and retailer ser- extensive in coverage. form 
wholesalers, retailers, and consumers vices. Let us analyze some of the “Fifth, we come to your own selling 
have beat their brains out trying to essential services of the full line whole- and sales management function. Yout pont 


alter or beat this perfectly natural 
system. Every day finds new recruits 
for one plan or another of trying to 
beat the system. 

“Housewives are trying to bypass 
the retailer to buy at wholesale. The 
retailer is trying to bypass the whole- 
saler to buy direct. The wholesaler 
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saler, the key man in this modern dis- 
tributive Any manufacturer 
distributing direct must perform these 
service functions for the retailer or 
the retailers must perform them them- 
selves, 

“The first and one of the most im- 
portant wholesaler functions is financ- 


system. 


manufacturers salesmen have a ready- 
made sales force in the sales crews 
of your wholesalers. Here I might 
mention also the aids of the whole- 
saler to the retailer in dealer-sales 
clinics and sales training programs. 

“The sixth and very vital function 
is transportation. This is an ever-in- 


MODERN STATIONER, MAY, 1958 





MOD 








ailers to 
1's sales, 
y as im 
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rgely to circumstances beyond the 
entrol of either the manufacturer or 
vholesaler. The wholesaler is con- 
cantly reviewing changing local con- 
jitions with the view in mind of cut- 
ting #75 important cost. 
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lynn Running goes to Palm Springs to 
show the new line of Running cards and 
tallies to Betty Billington, their oldest 
Palm Springs account. The Running Line 
can be seen at the New York Stationery 
Show or from samples upon request. Write 
Nile Running Studio, 247 West First 








Street, Claremont, California. 





for more details circle 161 on last page 





SEND US YOUR 
NEWS 

The editors of MODERN Sta- 
TIONER are always interested in 
all of the news about your com- 
pany and your personnel. They 
urge you to adopt the policy fol- 
lowed by so many other stationers 
in forwarding them regular in- 
formation about the activities of 


your company and its people. 


ADDRESS NEWS EDITOR 
MODERN STATIONER 


) 405 E. Superior St. 


Duluth 2, Minn. 





a 
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“The most commonly known and 
understood wholesaler service function 
is the seventh — storage and bulk- 
breaking. Wholesalers are truly spe- 
cialists in this function and American 
wholesalers are famous the world over 
for their efficient cost methods 
of warehousing and order filling. 
Your WSA Packing Packaging 
Committee is at work right now, try- 
ing to devise even more efficient 
methods of packing and package de- 
sign to cut these costs. 

“The eighth service function is 
risk management. The service here is 
about the same as in all other business- 
es, namely the risk of fire, theft, 
deterioration, price fluctuations, tech- 
nical and fashion obsolescence and all 
other daily decisions of normal busi- 


low 


and 


ness judgment and risk. Manufac- 
turers’ stationers’ products are held 


within easy reach of retailers for long 
periods of time at the wholesalers’ 
risk in order that they may have the 
place, time and possession values 
when, where and as wanted, 

“The buying function, number nine, 
is vital to manufacturer and retailer 
alike. It enables both manufacturer 
and retailer to effect economies in 
packing, transportation, billing, ac- 
counting, stocking and selling. The 
expert wholesale buyer understands 
his responsibility to both manufactur. 
er and retailer. The correctness of his 
judgment is reflected in the profit 
position of all three links in the dis- 
tribution chain — manufacturer, 
wholesaler and retailer. His leveling 
influence makes possible the delicate 
adjustment that exists between pro- 
duction and consumption. He is re- 
sponsible for the clearing of the 


wholesalers’ shelves as well as the 
retailers. He choses carefully those 
items that will move quickly, keeps 


stocks balanced and supplies all con- 
sumer demands, profitably. 

“And finally, the number ten func- 
tion of the wholesaler is pricing. A 
most essential function to successful 
distribution is proper pricing — the 
price must be right — high enough 
to provide a margin of profit yet low 
enough to attract consumer usage. 

“There you have the ten essential 
service functions of service wholesale 
stationers — or any other wholesale 
classification. Each of these functions 
is essential to the distribution of 
goods.” 
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Sells 





‘@SENCO 


°{eaps THE FIELD -~ 


RULERS 


AND YARDSTICKS 


Show your customers the 
line with most variety. . 

most features... best dis- 
plays. Write for catalog, 
prices. Buy from your near- 
by jobber. 


SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 
SENECA FALLS 6, N. Y. 


for more details circle 165 on last page 





April 18-19 — District 4, NSOEA, meet- 
ing, Peabody Hotel, Memphis, Tenn. 

April 20-26 — National Secretaries 
Week. 

May 1-4 — Eighth Annual Convention 
and Trade Show, National Art Materials 
Trade Assn., Morrison Hotel, Chicago 

May 2-3 — District 14, NSOEA, meet- 
ing, Hotel Westward Ho, Phoenix 
Ariz. 





Atlas Line 


Exclusive and Complete Line of 
Foreign Language 
GREETING CARDS 


For all seasons and occasions 
1958 Xmas Line Now Ready 


GERMAN LITHUANIAN BOHEMIAN 
FRENCH ALBANIAN CROATIAN 
UKRAINIAN SLOVENIAN 
CHINESE 
GAELIC 
JAPANESE 
= N. 
PORTUGUESE 
SERBIAN 


HUNGARIAN YEA 
NORWEGIAN HANUKKAH 
GREEK 


Available in 
GENERAL, RELIGIOUS AND RELATIVE 
SUBJECTS 
Write for Circulars and Samples 


J. J. Stark Co. 
456 Fourth Ave. 
New York 16, N. Y. 
Gerson Bros., Inc. 
847 West Harrison St. 
Chicago 7, Illinois 





for more details circle 167 on last page 











Fine Leather Desk Sets 
Pads and Accessories 


CATALOGUE NO. 56 
ON REQUEST 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 




















May 5 — WSA Southwestern conference, 
Adolphus Hotel, Dallas, Texas. 


May 8-9 — District 11, NSOEA, 
Sun Valley, Idaho. 


10-17. — National 
Goods Week. 
11 — Mother's Day. 
May 12-13 — District 12, 
ing, Hotel Ahwahnee, 


meeting, 


May 
Leather 


Luggage & 


May 

NSOEA, meet- 

Yosemite, Calif. 

May 16-17 — District 10, NSOEA, meet- 
ing, Cosmopolitan Hotel, Denver, Colo 

May 18-23 — New York Stationery Show, 
New Yorker Hotel. 

May 18-24 — Letters 
Week 

May 22-23 — District 8, 
ing, Western Hills 
State Park, W agoner, 

May 24-29 — 
ment Seminars, 
sity. 

May 25-28 — Convention-Exhibit and 
25th Annual Meeting, Stationery and 
Office Equipment Guild of Canada, 
Toronto 


from America 
NSOEA, meet 
Lodge, Sequoyah 
Okla. 


NOFA Basic Manage- 
Michigan State Univer- 


May 26-27 — District 6, NSOEA, 


ing, Nippersink Manor, Genoa 


Wisc. 
June 2-3 — District 7, 


NSOEA, m 


1 


Hotel Leamington, Minneapolis, Mig 


June 9-10 — District 3, NSOEA, 
ing, Cavalier Hotel, Virginia Bea 
June 13-14 — District 2, NSOEA 


ing, Scaroon Manor, Schroon Lake, 


June 15 — Father's Day. 


h, 


N 


June 16 — WSA New England conf 


ence, Somerset Hotel, Boston. 


June 16-17 — District 13, NSOEA, 


ing, Grossinger Club, 
inger, N. Y. 

June 23-24 — District 1, 
ing, Equinox House, Manchester, 


Country 


Ga 


NSOEA, n 


Vt. 


June 29-July 2 — National Office 


chine Dealers Assn. 


hibit, Schroeder Hotel, 


convention and 
Milwaukee. 


July 7 — WSA Eastern Canadian aim 


ference, Royal York Hotel, 


July 20-23 — Washington Gift 
Hotel Willard, 


Toronto, 


S 


Washington, D. C. 








CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth or. | oe 2nd month 
preceding the month in which the magazine is issued. RA 
Minimum Order: $4.50. Names and address are to be Bony ‘in the count. 
Initials or sets of figures are to be counted as one word. 


: 20c a word. 








HELP WANTED 


FOR SALE 





SALES REPRESENTATIVE 
Leading, nationally-recognized manufac- 
turer of complete line of steel cabinets, 
lockers, library shelving, steel shelving, 
and new shelf filing has several terri- 
tories available for experienced, top- 
notch salesmen Excellent opportunity 
for men of proven ability. Send full 
particulars in confidence, including lines 
carried, specific territory covered, etc. 
Write Box 188 Modern Stationer and 
Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, aa. 





Salesmen wanted to carry line of pro- 
motional priced personal leather goods, 
made of plastic and leather, for chain, 
variety, stationery, drug, luggage, and 
department store. Most territories open. 
Write to Maurice A. Levitan, Sales Man- 
ager, Hagerstown Leather Goods Co., 
Hagerstown, Md. Advise present connec- 
tions, territories covered, etc. Replies 
will be held in strict confidence. 5-58 





DEALERS AND REPRESENTATIVES 
WANTED 


STEEL EQUIPMENT 


AAA-1 Manufacturer of steel 
lockers, shelving and storage cabinets 
inviting inquiries from dealers and 
representatives on full line representa- 
tion. 

Completely 


National 


line. Protected 
distribution. Excellent backing. Sales 
Promotion program. New literature. 
Can offer fast deliveries. 

Prefer dealer or representatives with 
capacity to handle substantial volume 
Attractive arrangement. Write in con- 
fidence W. W. Ogren, Penco Metal 
Products Division, Dept. C, Alan Wood 
Steel Company, Oaks, Pensylvania. 5-58 


new locker 





Salesmen to sell 
CLOSE-OUTS; 
steel-die Christmas cards — 


CHRISTMAS 


Cc. 


terrific values in 
religi 


Currier & Ives, music designs, etc. 


liams Paper, 
13. 


19 Hudson St., New 


¥i 





Save money! Silver tip ball pen 


individually packaged and guara 
Dozen, $1.00, hundred, $5.85, tho 
$50.00, all prepaid. First quality, ten 
return privilege. Colors if desired. 


564, Houma, La. 





LINES WANTED 





Line wanted for Ohio, Michigan, Ind 


Kentucky. Excellent 
stationery & office furniture fields. 


coverage in 


one top line & can do justice to one 


two additional lines. 
Stationer & Office Equipment 


405 E. Superior St., Duluth 2, 


Cover Ohio, 


one top bracket line. See all sta 


Box 189, Mod 


Michigan, Pittsburgh 


department stores and office equip! 


dealers. 

two good 
TIONER & OFF 
ER, 405 E. 


Well a — need 


Superior St., Duluth 2, 
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one 


lines. Box MODERN §&§ 
ICE EQUIPMENT D 


195 








)VERTISED PRODUCTS 


Acco Products, Inc. — fasteners, folders, 
binders, printed covers — page 54. 
» Acme Shear Co., The — scissors — 
page 5 
Add Sales Co. —- self-service shelves — 
poge 63. 
Addo-X, Inc. — adding machine, type- 
writers — page 49, 
Allen, R. C., Business Machines, Inc. — 
adding machines, typewriters — page 
14, 
Alvin & Co., Inc. — drawing, drafting 
moterials — page 70. 
J American Crayon Co., The — drawing 
moterials — page 57. 
Anco Wood Specialties, Inc. — drafting 
fables — page 72. 
Angler's Co. — briefcase — page 55. 
Angler's Co. — briefcase, portfolio — 
poge 69. 
H Art Guild of Williamsburg — greeting 
cords — 3rd cover. 
2 Avery Adhesive — correction tape — 
page 61. 
Bates Mfg. Co., The — director list finder 
— page 69. 
Bee Paper Co., Inc. — drawing paper 
— page 63. 
5 Blakeslee, C., Scott & Associates — 
games — page 69. 
Box Cards — cards — page 65. 
7 Brown, Arthur & Bros., — art supplies 
— page 74, 
Brush, John D. & Co., Inc. — safes — 
poge 77. 
Bulman Corp., The — greeting cards — 
page 4. 
Burroughs Corp. — adding machines, 
typewriters — page 11. 
i C-Thru Ruler Co. — rulers, triangles, etc. 
— page 77. 


2 Freund-Mayer Co. — social stationery 
— page 71. 


imply circle the num 
er of the product or 
ervice you would like 
to know more about 
ind drop this card in 
1 convenient mailbox 
No postage is needed 


123 Coronet Thermogravers — wedding sta- 
tionery — page 49. 

124 Craftint Mfg. Co., The — ballpoint tube 
display — page 67. 

125 Dazor Mfg. Co. — desk and table lamps 
— page 47. 

126 Ed-U-Cards Mfg. Corp. 
page 78. 

127 Encores, Inc. — greeting cards — page 
73. 

128 Colourpicture — post cards — page 78. 

129 Eureka Specialty Printing Co. — labels 
— page 65 

130 Ferber Pen Co. — ball point pens — 
page 10. 

131 Fisher Pen Co. — pen displays — page 


132 General Gilbert — adding machines — 
page 3. 

133 Globe-Wernicke Co., The — office equip- 
ment — page 6. 

134 Graff, George B., Co. — maptacks and 
file signals — page 57. 

135 Greentree Publishers, Inc. 
cards — page 68. 

136 Griffin Mfg. Co., — office knife — 
page 74. 


137 Guide System & Supply Co, — file 
folders — page 60. 


— Christmas 


138 Hamilton Mfg. Corp. — secretarial chair 
— page 41. 

139 Higgins Ink Co., Inc. — dispensing stand 
— page 63. 


140 Hoggson & Pettis Mfg. Co., The — ticket 
punches — page 76. 


141 Hunt, C. Howard, Pen Co. — portable 
pencil sharpener — page 74. 


142 Howard Stamping Machine Co. — im- 
printing machine — page 78. 


143 Huff Sales Co. — cord coiler — page 
74. 


MODERN STATIONER Name 
Tell-Me-More Dept. 
Please print or Street 


type information 


144 Ketcham & McDougall, Inc. — magnetic 
pencil — page 67. 

145 Lindy Pen Co. — ball point pen — 
page 44. 

146 Listo Pencil Corp. — marking pencil — 
page 51. 

147 Little, George F., Mgmt. — New York 
Stationery Show — page 45. 

148 Melind, Lovis, Co. — marking devices 
— page 58. 

149 Modern Specialties Co. — carton cutter 

— page 6 

National Artcrafts Inc. — wedding al- 

bum — page 75. 

Newbury Guild — cards — page 73. 

Noesting Pin Ticket Co. — paper clips 

— page 66, 

Norcross, Inc. — greeting cards — page 

17. 

North American Van Lines, Inc. — ship- 

ping service — page 48. 

Northern States Envelope Co. — deposit 

receipt envelopes — page 59. 

Olivetti Corp. of America — typewriter 

— page 9. 

Paper Art Co., Inc. — napkin display — 

page 58. 

Plymouth Rubber Co., 

bands — page 50. 


150 


151 


Inc. rubber 


Print-O-Matic Co., inc. — folding bands 
— page 75. 

Roberts, Weldon, Rubber Co. — erasers 
— page 59. 

Running, Nile, Studio — cards & tallies 
— page 81 

Saginaw Industries Co. — store fixtures 
— page 40. 

Saxon Paper Corp. — typewriter papers 
— page 60 


Schwab Paper Corp. — safes — page 
73. 


(Continued on other side) 


POSHHION nn.eeecnne 





Business Name 








| Ee ee 





New Products 1 3 
WW 12 13 15 
23 24 25 27 
35 36 37 39 
47 48 49 51 
59 

Advertised Products: 101 
WI 
121 
131 
141 
151 
161 
171 
181 


102 
112 
122 
132 
142 
152 
162 
172 


19 
129 
139 
149 
159 
169 
179 


120 


4 
16 
28 
40 
52 


103 
113 
123 
133 
143 
153 
163 
173 


5 
17 
29 
41 
53 


104 
114 
124 
134 
144 
154 
164 
174 


105 
15 
125 
135 
145 
155 
165 
175 


106 
116 
126 
136 
146 
156 
166 
176 


Note: Inquiries for items listed not serviced after 3 months from date of issue. 





ADVERTISED PRODUCTS 


(Continued from other side) 


165 Seneca Novelty Co., Inc. — rulers — 
page 81. 

166 Sheaffer, W. A., Pen Co. — pens — 
4th cover. 

167 Stark, J. J. Co. — greeting cards — 
page 82. 

168 Superior Rubber Products Co. — rubber 
base pad — page 62. 

169 Terado Co. — dictation equipment — 
page 79. 

170 Turner & Porter, Inc. — wedding sta- 
tionery — page 66. 

171 Van Valkenburg, Ll. D. Co. — pencil 
clips, display cards — page 52. 

172 Wausau Paper Mills — paper — page 


173 White & Wyckoff Mfg. Co. — Christmas 
cords — page 39. 


174 Windsor Art — Christmas cards — page 


. 


175 Write, inc. — carbon papers, typewriter 
ribbons — page 55. 


176 Ideal Stationery — portfolio, world globe 
— page 67. 


177 E. Errett Smith — Christmas cards — 
page 46. 


178 Nu Art Engraving — Christmas cords — 
page 62 


179 Faber Castell — erasers — page 64. 


180 Ward, Samuel — albums & scrap books 
— page 18. 


181 Superior Typewriter — typewriters — 
page 77. 


NEW PRODUCTS 


Tax Data Folder 
Carbon Paper 
Paint-by-Number Kit 
Income Tax Portfolio 
Expense Report Form 
Bond Envelopes 
Photo-copier Ballpoint 
Studio Cards 
Packaged Letter Service 
Photo Albums 

Name Plate Pen Set 
Double-cartridge Pen 
Washable Crayons 
Greeting Cards 

Pocket Tape Dispenser 
Adjustable Chairs 
Plastic Sheet Protector 
Portable Adding Machine 
Credenza Series 
Crayon Pencils 
Typewriter Stand 
Utility Cabinet 
Executive Furniture 
Open-shelf File 
Fireproof Cabinet 
Photocopy Machine 
Typewriter Ribbon 
Rotary Card File 
Expense Account Form 


Phonograph Record Cases 
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Poker Chip Racks 
Hungarian Cards 
Two-way Rotary File 
Carbon Paper 

Gift Wrap Display 
Executive Steel Desk 
Pedestal Fan 
Modular Desk Group 
Ball Point Pen 

Space Traveler Paint Set 
Copier Roll Adapter 
Calculators 

Marker Ink 
Merchandiser 

Felt Tip Pen 

Postcard Duplicator 
Office Paper 

Candle Display 

Gift Wrapping 
Triangular Card Rack 
Phone Cabinet 

Desk Accessories 
Wrapping Ribbon 
Pencil Display 
Presentation Cover 
Display Case 

Tack Display 
Executive Posture Chair 


Service Truck 


To obtain addition 
information on neé 
products, literaturé 
advertised produ 
described in this is: 
use this card, whict 
provided for your 
venience. 
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With new Marketing Director 
Alice Gail at the helm, 
the Art Guild family lines up this way: 
ART GUILD « Greeting Cards 
ENCORES ° Studio Cards 
MERRIE CHRISTMAS ° Personalized Cards 


See them all at the 
STATIONERY SHOW! 


#q. ft. on ten acres of land 


Everything's new about the country’s top Contemporary 
Greeting Card Line except its usual, unusual values 


FREE Greeting Card Merchandising Kit 


SINCE 1907 
Everything you need to help you sell more cards: 
window and counter easels, greeting card bags, 
window streamers, display photos, etc. 


OF WILLIAMSBURG. INC ART GUILD, 3280 Broadway, New York 27 


Rush me FREE greeting card merchandising kit. 
NAME 





Office: 3280 Broadway, N. Y. 27 = 


Regional Soles Offices: Kansas City, Los Angeles, San Francisco ADDRESS 
Webster, Mass. « 


MEMBER OF THE NATIONAL ASSOCIATION OF GREETING CARD PUBLISHERS 





CITY STATE 
- - for more details circle 111 on page 83 








GET READY, NELLIE, 


to ring up more Sheaffer sales than ever before! 
They're backing the line with the biggest, most concentrated Spring 
ad campaign in history...with ads in LIFE, LOOK, SATURDAY 


EVENING POST, READER’S DIGEST, NEW YORKER, 
NATIONAL GEOGRAPHIC, EBONY, PARADE, THIS WEEK, 
FIRST THREE MARKETS, INDEPENDENT SUPPLEMENTS, 
SCHOLASTIC, SCHOLASTIC ROTO, AMERICAN GIRL, 
BOYS’ LIFE, and YOUNG CATHOLIC MESSENGER! 


/n VOGUE and MADEMOISELLE too! 
Remember, we’re also in the business 
of fashion accessories now! 


That's right! The new Lady Sheaffer Collection 
puts fountain pens in the world of fashion... puts 
in a position to capture an untapped, waiting mar 


Rounding out the most complete line of writing 
instruments ever made are... 


¢ New Skripriter Ballpoint with the .ongest listo 
meaningful ballpoint features ever assembled. 





¢ Skripsert Fountain Pens that build continuing 

through use of high-turnover Skrip cartridges. 

e Snorkel Pen Desk Sets and White Dot Pens, 
far-and-away the finest for painting a bright 

profit picture. 

¢ Skrip writing fluid, utility pencils, lead, erasers. 


Yes, Sheaffer is on the move in ’58...and 
invites you to come along! 


SHEAFFER'S 


W. A. SHEAFFER PEN CO., FORT MADISON, IOWA, U.S.A. 
IN CANADA: GODERICH, ONTARIO 


Pr Sf PF : 
/ f / / IN AUSTRALIA: MELBOURNE - IN GREAT BRITAIN: LONDO 
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